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Yes, rabbits’ feet aren’t too successful in bringing good 
luck, even to rabbits. And when it comes to warding 
off accident or sickness there are lots better methods. 
But better than any good luck charm is The Travelers 
Accident and Sickness insurance which provides 
necessary protection against the costly results of 
injury or illness. 


It’s a good idea to tell your clients now about Trav- 
elers low-cost policies which give them protection 
against loss of earnings as well as money to pay medi- 
cal expenses. 


Just contact the nearest Travelers Branch Office 
Manager. He’ll be happy to give you full information 
on Travelers broad, up-to-date Accident and Sick- 
ness policies ... and a full selection of mod- 
ern, hard-hitting sales aids and leaflets. 


THE TRAVELERS INSURANCE COMPANY 


Hartford, Connecticut 
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ees Profit Sharing 
ans Outstripping 


Pension Programs 


Million Dollar Round Table 
Told of Unrealized 
Opportunities for Life Sales 





Profit-sharing plans will forge ahead 
pension plans in public interest in 
e next few years, said Adon Smith 
I, Northwestern Mutual, Charlotte, 
. C., as moderator of a panel on 
rofit-sharing plans at the annual 
eeting of the Million Dollar Round 
able at White Sulphur Springs. 
Mr. Smith predicted that many more 
s with pension plans will add prof- 
-sharing plans. 
What this can mean in life insur- 
nce sales was indicated by George B. 
Byrnes, Equitable Society, Pasadena, 
‘D.R.T. chairman-elect, who as pre- 
iding officer mentioned that Mr. 
mith has persuaded his clients to put 
4 million into pension plans and $8 
illion into profit-sharing plans, with 
2 million of the $8 million having gone 


to life insurance premiums. 


Mr. Smith said many other invest- 
ent mediums are avidly seeking 
rofit-sharing business but life insur- 
nce has something that nothing else 
an offer. In spite of that, agents are 
oing comparatively little about seek- 
g profit-sharing business. 

There is a type of profit-sharing 
lan which is merely a divvying-up of 
rofits on almost a current basis but 
he big interest is in the deferred plan, 
which the employer pays in a spec- 
ied share of earnings, deducting it as 
business expense, while it is not 
axed as income to the employes shar- 
ng in it until the money is actually 
aid out to them later on, usually 
ter retirement when they would be 
na lower income tax bracket. 

The money thus put aside is placed 
trust or in a life insurance policy 
p the employe’s credit. Some provide 
or vesting provisions. For example, at 
e end of one year’s participation in 
e plan, the employe: might be given 
e right to 10% of the contribution 
ade in his behalf; in five years, 50%. 
here are also plans that pay part of 
e participation in cash and hold the 
est in the trust fund. 


Joseph B. Meier of Akron, executive 
ecretary of the council’s profit-shar- 
hg industries, said that about one- 
arter of the council’s members have 
ewer than 50 employes. About half 
ave 300 or fewer employes. One-sixth 
ave more than 1,000 employes and 
% have more than 5,000. These per- 
ntages are about typical of the com- 
osition of the business itself. Mr. 
neler opined that life agents have been 
yea, ng away from profit sharing busi- 
$Bess because of early discouragements. 
(CONTINUED ON PAGE 20) 
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N.Y. 1s Launching Probe of Commission 
and Kickback Practices in Welfare Funds 


Insurance Department Calls Hearing for July 16 on 
Charges of Racketeering; New York Times Runs Expose 
Article; Assurance Given Problem Is Confined to Fringe 


The New York department has 
called a hearing for July 16 on legality 
of payments made directly or indi- 
rectly to so-called administrators in 
connection with administration of 
group policies issued to trustees. The 
notice is addressed to all insurers 
writing group life and A. & H. and is 
signed by Deputy Raymond Harris. 

The New York Times ran news of 
the hearing in its front page story July 
8 stating that District Attorney Frank 
S. Hogan is preparing to crack down 
on rackets in the administration of 
union-management welfare funds. 


Most such funds in the mass indus- 
tries are untouched by any suggestion 
of racketeering, according to the Times, 
but there is suspicion of kick backs, 
payroll padding and favoritism in 
placement of insurance contracts in an 
increasing number of small funds over 
the country. 

The New York city anti-crime com- 
mittee concluded that gangsters and 
their henchmen in union ranks are 
finding a lucrative field in welfare 
funds, according to the Times. It calls 
attention to one agency which reported- 


ly got $300,000 in fees in 1952 on more 
than $2 million in employer-financed 
welfare premiums with heavy business 
expenses. The story points out that 
Martin E. Segal & Co., reputable union 
management consultants, averages 
about 1% on the $60 million of pre- 
miums it handles each year. 

The story indicates that the insur- 
ance department called its hearing 
after the department had informed one 
large company it was being too gen- 
erous paying 10% agency commission 
blanket on welfare premiums and re- 
bating another 5% to be used by ad- 
ministrators of the fund for services. 
The company agreed to notify its 


agents that the 5% service fee would 
have to be eliminated. However, the 
department indicated that the vast ma- 
jority of insurers conduct their business 
in the public interest and for the poli- 
cyholder welfare. 

The Times story points out that 
many funds now operate on a 3 to 7% 
retention by insurer, though in some 
this runs to 20%. 


United Benefit Life 


Passes Billion In Force 

United Benefit Life has become the 
nation’s youngest legal reserve stock 
life company with $1 billion of insur- 
ance in force. 

The company was organized in 1926. 
By its 20th anniversary, United Bene- 
fit had written a half-billion dollars 
of life insurance. According to George 
J. Cleary, president, last year was a 
big one for United Benefit when it had 
an increase over the preceding year of 
12.6% in assets and a 9% gain in in- 
surance in force. 

Since the first of the year, the com- 
pany has increased insurance in force 
by more than $43 million. 








Commonwealth Raises 
Hoffman and Parker 


Commonwealth Life has promoted 
John R. Hoffman, secretary, to vice- 
president, while Homer D. Parker, 
agency vice-president in the industrial 
department, also becomes a vice-presi- 
dent. 

Other changes in the executive roster 
place Charles P. Thomas as secretary, 
and Preston P. Joyes, Jr., as assistant 
vice-president. New directors are A. P. 
Cochran, president Cochran Foil Co., 
Louisville, and George W. Norton, Jr., 
president Wave, Inc., also of Louisville. 





Late News 


Bulletins . .”. 








House O.K.s G.I. Term Insurance Renewal 


The House has passed a bill providing for automatic renewal of U. S. vet- 
erans’ term insurance every five years at rates applying to then attained age. 
It also passed a bill for coverge of ROTC students, under servicemen’s 


indemnity. 


Whittington Hoosier A.& H. Head Man 


Indiana Assn. of A. & H. Underwriters elected Joseph E. Whittington of 
Monarch Life as president; Mrs. Mildred Saunders, North American Accident, 
vice-president; and R. W. Osler, Rough Notes Co., secretary. 


Congress to Get Industry Tax Proposal July 14 


American Life Convention and Life Insurance Assn. have made plans for 
presentations to congressional committees on tax problems affecting the life 
industry and problems involved in exclusion clauses of veterans’ A. & H. 


policies. 


July 14, Robert L. Hogg is scheduled to testify before the House ways and 
(CONTINUED ON PAGE 20) 
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Only $250,000 of 
Term Can Count in 
MDRT Qualification 


Former Permissible Maximum 
Cut in Two; June 15-18 
Are 1954 Dates 


By Robert B. Mitchell 


Without debate or even a dissenting 
vote, the Million Dollar Round Table 
voted to make it tougher to qualify for 
next year’s Round Table. It did this by 
halving the amount of term insurance 
to be counted toward the applicant’s 
million. 

Two years ago, to keep up the Round 
Table’s prestige and scotch some ugly 
rumors that a lot of qualifiers were 
starving to death because most of their 
million was term, the M.D.R.T. ruled 
that nobody could count more than 
$500,000 of term toward his year’s mil- 
lion. This became effective on 1952 pro- 
duction qualifications. Now, as a result 
of the action taken at the annual meet- 
ing at White Sulphur Springs last week, 
an agent can count only $250,000 of 
term in seeking admission to the 
M.D.R.T. Agents who may have been 
figuring that their 1954 qualification 
was in the bag on the basis of the old 
rule are going to have to realign their 
production plans for the rest of the 
year in the light of the changed re- 
quirement. 


The 1954 meeting, as reported in last 
week’s issue, will be held at Hotel del 
Coronado, Coronado, Cal., in June. The 
exact dates are June 15-18. This is 
where the M.D.R.T. held its 1951 con- 
vention, following the National Assn. 
of Life Underwriters convention at Los 
Angeles. Since June 15 falls on a Tues- 
day, this will permit those attending 
to take advantage of the family air 
travel rates if they choose to bring fam- 
ilies with them and go on a short va- 
cation after the meeting. However, the 
rule against bringing spouses to the 
convention itself or even to the con- 
vention hotel still prevails. 


_- 


e e e 


“Best ever” was the sentiment ex- 
pressed about this year’s meeting by 
member after member. With an atten- 
dance of 530—nearly 100 more than the 
previous record—and a jam-packed 
program with some 125 scheduled 
participants, only a superb organizing 
job and the cooperation of all hands 
could keep the proceedings on the 
track and adhering to literally a split- 
minute schedule. For example, Denis 
B. Maduro, the well known insurance 
lawyer, was allotted exactly 1% 
minutes to discuss a certain point. 
Things like that help explain how a 
four-hour session ended only 10 min- 
utes behind schedule. 

Primary responsibility, of course, 
was on Chairman William T. Earls, 

(CONTINUED ON PAGE 8) 
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Nine Managerial 
Changes Made 
by Travelers 


Nine managerial changes, including 
two retirements and two promotions, 
have been made 
by Travelers. 

Clyde Whiteley, 
manager at the 80 
John street office 
in New York City 
since 1947, moves 
to St. Louis as 
manager. He will 
be succeeded by 
George F. Stevens, 
manager at St. 
: Louis since 1949. 

Benjamin H. 
Clyde Walteley Groves, Chicago 
manager since 1938, is retiring after 
more than 28 years with the company. 
He is succeeded by Robert W. Mussehl, 
manager at Washington since 1951. 

Hermon N. Herrick, Springfield, 
Mass., manager since 1950, transfers 
to Washington, and Howard A. Walker, 








George F. Stevens Benjamin H. Groves 
Jr., assistant manager at Washington 
since 1951, goes to Springfield as man- 
ager. 

Charles C. Chamberlain, manager at 
Grand Rapids since 1941, is retiring 
on the advice of his physician and will 


be succeded by John F. Peffer, Erie, 
Pa., manager since 1947. New Erie 
manager is James C. Smith, formerly 
assistant manager at Newark since 
1948. . 

Mr.. Whiteley started with Travelers 
at Oklahoma City in 1929, and later 
served in managerial positions at Mil- 





Hermon N. Herrick 


Robert H. Mussehl 


waukee, Bridgeport, Conn., and the 
42nd street and John street offices in 
New York City. 

Mr. Stevens started with the com- 
pany at St. Louis in 1932, becoming 
assistant manager there in 1940. He 
returned there after naval service. 

Joining Travelers in 1924 at Omaha, 
Neb.,. Mr. Groves served as assistant 
manager there before going to Cedar 
Rapids, Ia., in 1927 as manager. He 
was transferred to Chicago in 1929. 

Mr. Mussehl joined the company at 
Toledo in 1939 and was advanced to 
manager there in 1948 before going to 
Washington as manager. 

Mr. Herrick began with Travelers 
in 1941 at Boston, moving that same 

(CONTINUED ON PAGE 19) 





Split-Dollar Boosters 


Are Undeterred 


by Adverse Ruling, Maduro Warning 





Probably the most controversial top- 
ic discussed during the 16 room- 
hopping sessions at the Million Dollar 
Round Table meeting was the so-called 
“split dollar plan’ under which an 
employer helps a key employe to buy 
and carry a large line of life insur- 
ance. The employer does this by pay- 
ing the annual increase in cash value— 
which the corporation owns or has a 
lien on—while the employe pays only 
the difference between the net pre- 
mium and the cash value increase. 

The intense interest in the split-dol- 
lar plan discussion was due partly to 
outspoken criticism of it earlier the 
same day by Denis B. Maduro, New 
York City life insurance lawyer. and 
to the unfavorable letter ruling recent- 
ly discussed by Prentice-Hall Publish- 
ing Co., New York City. in one of its 
publications. As reported in THE Na- 
TIONAL UNDERWRITER last week. Mr. 
Maduro feels that the split-dollar con- 
cept opens the way for the Treasury 
to regard a life insurance policy as 
something that can be split up into 
various components. some of them 
taxable. 


The ruling mentioned by Prentice- 
Hall, which was confidential and not 
for publication. was to the effect that 
under the split dollar plan the em- 
ployer is giving the employe an ‘“‘eco- 
nomic benefit,” this being the net 
amount at risk divided by the face 
amount, times the annual premium, 
less the employe’s contribution. 

For example. in Mutual Benefit Life. 
which writes a considerable amount 
of this business, the ordinary life per 
$1,000 premium at age 35 is $27.61. 
Between the fifth and sixth policy an- 
niversaries the cash value increases 
$18.61, which the employer pays. The 
dividend at the end of the fifth yvear 
is $4.05, leaving a net premium of 
$23.56. Deduction of the $18.61 cash- 
value increase leaves $4.95 for the em- 
ploye to pay. The cash value at the 
end of the sixth year is $108.78, leav- 
ing a net amount at risk of $891.22. 

On the basis of the letter ruling dis- 
cussed by Prentice-Hall, the “econom- 
ic benefit’ which the employer has 
given the employe would be the gross 
premium of $27.61 times $891.22/$1,- 
000, less $4.95, the employe’s contribu- 
tion. This works out to a taxable eco- 
nomic benefit for the emplove of 
$19.66. ‘ 

. . eo . 

There was mentioned during ‘the 
discussion a letter from George B. 
Gordon, Mutual Benefit Life’s direc- 
tor of advanced underwriting services, 
written to Sidney Weil, a million dol- 
lar producer for the company at Cin- 
cinnati. Mr. Gordon strongly believes 
the ruling cited by Prentice-Hall will 
not stand up for several reasons. One 
is that if the “economic benefit” is 
considered compensation, which is the 
only thing it can be under the revenue 
bureau’s ruling, it will mean that the 
employer can deduct it as a business 
expense. If the excess profits tax ap- 
plies, this could mean losing the gov- 
ernment an 82% tax in order to col- 
lect at a usually much smaller rate on 
the economic benefit received by the 
employe. Mr. Gordon also indicated the 
unreasonableness of the bureau’s def- 
inition of “economic benefit” in this 
connection, since the $19.66 in the above 
example is far higher than the insured 
would have to pay per $1,000 for term 





insurance—which he would own out- 
right. 

The general feeling at the room ses- 
sion on split-dollar plans was that in 
view of the obvious wrongness of the 
internal revenue bureau decision men- 
tioned by Prentice-Hall and the fact 
that it was confidential and never 
published, there was no reason to hold 
back on the sale of split-dollar plans 
because of the ruling. 

The room hosts, William B. Hardy, 
Cincinnati. and Harry W. Castleman, 
Louisville. both of New England Mutu- 
al, distributed mimeographed sheets 
describing the advantages of the type 
of plan under which the employe owns 
the policy. Under the more typical 
split-dollar setup and the one on which 
the ruling discussed by Prentice-Hall 
was based, the employer owns the pol- 
icy. 

With the employer-employe-owned 
policy, the employe pays the first gross 
premium on an ordinary life, or higher 
priced. policy and the employer agrees 
to lend him the increase in cash value 
each year, or the net premium, which- 
ever is lower. provided he assigns the 
cash value over to the employer. Thus 
the employer can never lose on the 
loan and the employe can have sizable 
insurance protection at a trifling cost 
after the first year. This yearly cost 
averages $2 to $3 per $1,000, but the 
mimeographed summary noted that 
this would be increased considerably 
if the ruling discussed by Prentice-Hall 
sticks. It would raise the yearly cost 
per $1,000 from about $2.10 for an em- 
ploye aged 34 to about $6.35. 

There was some difference of opin- 
ion on whether the employe might not 
be taxed on the difference between the 
interest rate at which he borrows from 
his employer and the going rate for 
similar loans, in case the employer were 
to give the employe a_ preferential 
rate. However, there are quite a few 
decisions in other fields that hold 
against imposing a tax in such circum- 
stances. But even if the interest dif- 
ferential were held taxable, there 
would be nothing to prevent an em- 
ployer from charging the full market 
interest rate and paying the difference 
to the employe as a salary increase. 
The added tax he would have to pay 
on the salary increase would be ex- 
actly offset by the added interest he 
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Aetna Regionnaire 
Meetings End With Pybli 
Rally in Canada elpe 


Morgan B. Brainard, president 
Place 
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t’s top p 


Aetna Life, headed the delegation fro 
the home office to the western region 
meeting of the Corps of Regionnairs 
national honorary organization of ty The tr 
company’s leading producers, at tplacemen 
Banff Springs Hotel in Alberta, Cagompanie 
ada, July 6 to 9. roduct 
The 1953 Regionnaire conferenc@flicers e 
conducted under the direction of VigfttVeS °° 
president Robert B. Coolidge, marks yith a re 
the organization’s 25th anniversary age life | 
coincided with the centennial obsergge"t ¢@! 
ance of Aetna Life. almer ‘ 
Others attending from the home ¢ oderato: 
gram from the home office includgt VICe-P! 
Donald E. Hanson, director of agepollar Re 
cies; Superintendents of Agencies 4 This pé 
wood Henderson, Roe A. Maier amemary © 
E. H. Snow, and Field Supervisor D, @rsident 
Connell. t which 
Others attending from the home o@? the Pp 
fice were Morgan B. Brainard, Jy }°& sage 
vice-president and assistant treasure@arial; J 
C. A. Spoerl, assistant vice-preside Richard E 
and actuary; N. M. DeNezzo, assistat vestmen 
superintendent of agencies; I. F. Coaerwritin: 
assistant vice-president; E. R. Cartel 
assistant secretary; Dr. J. G. Irvin 
medical director; Dr. John W. Wea 
western medical referee; W. H. Holme 
pension trust supervisor; C. R. Che 
quette, assistant life advertising mam 
ager, and T. P. Stephens, agency 


sistant. Touchin 

The Banff Springs conference w: med at 
the last to be held this year. Threoved pet 
other meetings were held at Whitefacg@™'28¢ 1 
N. Y., in June. D qualifie 
lovern sai 
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Midland Mutual Honors 
Go to Tice, Van Elgort 


The Herman O. Tice agency at Ct 













lumbus, O., and the Sam Van Elgosligible fo: 
agency at Beverly Hills, Cal., are winghe result 
ners of Midland Mutual Life’s Presgpr life ins 
dent’s Award for 1952. Mr. Tice alias some 
Mr. Van Elgort, and their associates, interest 
were honored at the company conver 

tion held at Skytop Lodge in the Pos Mr. Pille 
ono Mountains of eastern Pennsylvanig, ine liz 

The award is made annually to th “ : 

agency having the best all-around req< 19SU 
ord. Factors considered in determinime'é 35 0 
the winning agency are productiogenses, he 
man-power of the agency, persistenqency of g 


and expense. Since the two agencigmanageme 
finished in a tie for top honors, duplifompanies 
cate awards were presented. ford to, 
_ Mr. Tice was appointed general ager ay permi 
in 1950 and Mr. Van Elgort in 1948.8 «yoy oa: 
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could deduct on account of the interest : ae. 
dilhenanaiats | Group A & Hon M.D.R.T. } Me poin 
The room-hopping discussion . ’ - iyghensn 
brought out that there is a fertile field Stirs Members Interest a om 
for sale of split-dollar plans where At the Million Dollar Rounéféélize tha 
one of the persons to be insured is a | Table’s review session on employef’th an ox 
son or son-in-law of the principal | benefit plans, which was one of fout ackage. H 
owner. Mr. Hardy said that almost all | concurrent meetings summarizingF* the im 
sales are to small closed corporations. | the previous evening’s 16 room-hop-/™Pensat! 
A. H. Kollenberg, Mutual Benefit | ping sessions, much interest wasg*. in th 
Life, Grand Rapids, advised going | displayed by those present in havingf™bted th 
ahead and selling the split-dollar plan | sroup A. & H. and hospitalization he most in 
as vigorously as ever, despite the rul- | on the M.D.R.T. membership. Nof* Compen 
ing cited by Prentice-Hall. He said the | formal action was taken but thep™Pany a 
worst that could happen would be that | sentiment expressed was regarded?’ rs ol 
the policy would be cancelled or the | as significant. nother, he 
(CONTINUED ON PAGE 19) 
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Results for First Six Months Given iments 
1963 1963 In Force In ng has to 
pond Ins. Bus. Inc. Ine f'n a stat 
$ $ $ ow take | 
Bankers National 26,667,277 16,691,762 20,231,517 hey f 
Crown Life 619, 119,821 66,534,773 orme 
Fidelity Mutual 36,767,473 26,844,432 
Great-West Life 139,625,775 1199022,934 
Gulf Life 144, 26,004,166 eae 
ity Life 14,075,154 8,279,866 
Volunteer State Life 17,727,669 22,962,783 Mr. Jone 
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The tremendous growth of private 
blacements of security issues with life 
ompanies has had a valuable by- 
company 
ficers in closer contact with the exec- 


proved mortality on annuities and set- 
tlement options. He said that this longer 
life expectancy need be of no concern 
if it is matched with improved mor- 
tality before retirement but it could be 
an acute problem for private and un- 
insured pension plans. 

He said that some of these pension 
plans use a current mortality table and 
a decidedly optimistic interest rate and 
are just postponing the bad news for 
themselves. Furthermore they can ac- 
crue only their computed liability and 
are not permitted to build up surplus. 

Mr. Vieser discussed the traditional 


predominance of senior securities in 
life company assets but said that if free 
enterprise is to continue there must be 
the proper balance between equity fi- 
nancing and debt financing. He said 
that perhaps the most important life 
insurance investment development in 
the last 10 years was legislation allow- 
ing companies to own real estate, which 
they lease back to industries. 

Telling how to expedite the issue of 
large cases, Mr. Ward said that the 
agent can help himself if he will begin 
underwriting his business at the start 
and discuss with the prospect any med- 
ical aspects. 


Mr. Jones criticized the use of 
“thumbnail ratios” as a means of com‘ 
paring companies, pointing out that 
these ratios are necessarily composites 
of usually unlike factors and may give 
an indication completely at variance 
with the facts. 

Comparing companies on the basis of 
these thumbnail ratios, he said, is like 
adding up almonds and pecans. There 
is only one answer: “Nuts!” 

Mr. Pille said, “It looks like the 1920s 
all over again” in that there is a re- 
newal of the old argument to protect 
with term insurance and invest in se- 
curities. 


tives of the borrowing corporations, 
vith a resulting better attitude toward 
e life insurance business when an 
gent calls, said President H. Bruce 
almer of Mutual Benefit Life as 
oderator of the panel of Mutual Bene- 
t vice-presidents at the recent Million 








on of Vig 
ye, marke 
rersary aj 
ial obse 


















e home 9g 
















: be — Dollar Round Table meeting. 
encies , This panel was in lieu of the cus- 
Maier agomary company dinner given by the 





resident of the chairman’s company, 
t which the president makes a talk. 
> home of” the panel with Mr. Palmer were 
inard, jwice-presidents Harry W. Jones, ac- 
treasureuarial; John J. Magovern, Jr., legal; 
-presider Richard E. Pille, agency; M. A. Vieser, 
», assistar vestments; and William F. Ward, un- 
I. F. Cogferwriting. 


R. Cartes 
G. Irving 





visor D. 
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The panel discussed a number of cur- 
ent management problems. It was in 
e form of a conference held by the 
‘Executives prior to the annual meeting 
f “national associates,” Mutual Bene- 
Gt’s top producer group. 
? Touching on the Jenkins-Keogh bill, 

imed at giving professional self-em- 
er Thre loyed persons the same type of tax ad- 
Whiteface antage in retirement plans as is given 
qualified retirement plans, Mr. Ma- 
overn said the Jenkins-Keogh bill has 
0 bad drawbacks from a life insur- 
ce standpoint. These are that it re- 
icts investments to uninsured trust 
nds and prevents the individual un- 
cy at cera qualified pension plan from being 
‘an Elgogligible for the proposed tax incentive. 
, are winghe results would be very unfortunate 
‘e’s Presfpr life insurance, he said. He said this 
Tice anias something he would urge agents 
associate interest themselves in. 
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Mr. Pille, talking on section 213, the 
xpense limitation provision of the New 
ork insurance law, said that while 
here is need for a law to limit ex- 
enses, he is concerned over the ten- 
ency of governing bodies to move into 
hanagement. He also emphasized that 
ompanies can only pay what they can 
ford to, regardless of what the law 
ay permit them to. 

“You can’t just legislate money,” he 


eral ager 
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Ween Ernie Pyle went overseas to write about the war, 


“He pointed out that the part of sec- | ™4_y people had never heard his name. But a few years later, _Erttie’s piece was the first thing you read in the paper. Other 


-R.T. on 213 dealing with agents’ compensa- | When he died of a sniper’s bullet on Ie Shima, several writers told you what was happening to the pins on the 
rest fon is complex and it is important to | million people felt like crying. map. Ernie told you what was happening inside the heart 
ealize that it is all part of a package es ‘ ; . d i 

- meses ith an over-all control on the entire | This is how it happened that a skinny, middle-aged man and belly and wet shoes of  dahaiiab ie soldier. He emcees 
mploye . : ; : . the letter your man would have written if he’d had the time. 

2 of fourpekage. He said most companies real- | with a portable typewriter became the brother of all of us. : Ta f 

narizingf® the importance of adequate field And often in Ernie’s stuff there’d be a phrase that would 

»m-hop-fMpensation and are doing all they | Ernie wasn’t like other war reporters. He ignored the light up the whole war for you, like this: “You feel small 

est wasg’0 in that direction but that he | generals, the grand strategy, the big picture, the pins on the __ in the presence of the dead men, and ashamed at being 

1 havingfUbted that any one company can pay map. To the ordinary guy, Ernie once said, war is hardly alive....” 

alization #’* Most in all five of the possible areas ° 


ever bigger than a hundred yards on each side of him. 
So Ernie lived in that two-hundred-yard world, eating its 
tasteless food, talking its language, sleeping its uneasy sleep. 


f compensation. Generally, when a 
ompany appears to be especially good 
m one point it is less favorable on 
nother, he said. 


hip. No 
but the 
egarded 


When Ernie came home for a little rest, he found himself 
rich and famous. Movie stars kissed him, and generals asked 
for his autograph. It didn’t feel natural to Ernie. He went 
back to the unknown men he felt at home with, back to 

the two hundred yards. And there the bullet got him. 


He never tried to be a hero. Much of the time he was 
scared, just like the men who had to be there. Like them, 
he was often hungry, always tired, and usually worried about 
something back home. He never tried to tell himself, 
or us, that war was fascinating. He found it lonely and 
dirty and boring and terrible. But he stayed up front 
because somebody had to write about the men who had 
to be there—the real story of two hundred yards. 


Mr. Ward said that there has been so 
huch progress in respect to medical im- 
airments that considerable underwrit- 
a has to be done on a clinical rather 

Inc #'8N a statistical basis. Companies can 
PS Pt tw take many borderline cases that 
60, Hey formerly had to refuse. He men- 
foned the ballistocardiogram, which he 
“id would enable companies to take 
ditional risks that now are declined. 
. Jones discussed the effect of im- 


So Ernie’s gone now, and we miss him. But his books will 
be there, fresh as ever, any time we need to be reminded that 
the great American story is the story of the ordinary guy. 
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CONSERVATION 


of business is neither just a phrase nor 
mere wishful thinking. Profitable per- 
sistency in the Equitable Life of lowa 
is the logical result of the acquisi- 
tion of quality business by career life 
underwriters. Proof are LIAMA 
reports that for many years the 
Company has had one of the _- 
1 Fy most favorable positions incon- =. 
servation of business among 
the 27 companies having one 
billion or more of ordi- 
nary insurance in force. 
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Pat M. Greenwood 
Elected President of 
Great Southern Life 


E. A. Kiker, F. J. Greenwood 
also Raised to High Posts; 
Black Joins as Medical Chief 


Pat M. Greenwood has been elected 
president of Great Southern Life. He 
succeeds L. S. Adams, whose retire- 
ment previously was announced. The 
company also has made several other 
high executive promotions. 

Mr. Greenwood, the son of the late 
E. P. Greenwood, a former president 





we 








PAT M. GREENWOOD [a 


of Great Southern, started with the 
company at Dallas in 1925 and has oc- 
cupied various positions. He went to 
Houston in 1945 and subsequently be- 
came executive vice-president. 

E. A. Kiker has been elevated from 
vice-president and secretary to execu- 
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"ALL OVER the country life insurance managers and 
agents are watching with keen interest the program 
of this Company for putting much greater earnings 
into your pockets as a means of increasing sales.” 


So reads the first paragraph of a reprint 

of a talk delivered to the General Agents / Rep, 
of the Philadelphia Life by President / oy, *? 
William Elliott. This enlightening talk will "aly 
no doubt prove of interest to you. Why not 

write today for a free copy of this booklet. 





o Bence Lire 
i E INSURANCE COMPANY . pxnavevpnia, Pa. 


President Agency Vice President 


Joseph E. Boettner, C.L.U. 











E. A. KIKER 


tive vice-president. Mr. Kiker has been 
with the company since 1912. 

F. Jack Greenwood has been ele- 
vated from assistant vice-president to 
vice-president and secretary. He has 
been with the company for 18 years. 

A new member of the official family 
is Dr. F. Ray Black, who has been 
named medical director. Dr. Black re- 
ceived his medical degree at the Uni- 
versity of Texas and has been in pri- 
vate practice at Huntsville, Tex., where 
he established the Huntsville Medical 
and Surgical Clinic. Dr. Ghent Graves, 
long an outstanding Houston physician, 
who has wide experience in life insur- 

(CONTINUED ON PAGE 11) 
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i i iati . The increases reflect higher in- A total of 842 separate units will be 
Recogni ti on Car r les —_ rene ———er jaa pt and lower nestle ex- installed to service the 260,000 square 
a a oe eee en ee perience, with minor expense adjust- feet of floor space in the eight-story 
ib i] if MDRT additional charge levelled by the ments. F building. The annex, at Fourth and 
Responsi I I y I i speaker. He said: “We rarely have = The rate of interest on dividend de- Vine streets, employs 1,400 persons. 
ones: Round Table member who is willing posits and on non-withdrawable set- 
T Id b Fl | to make the necessary sacrifice to as- tlement options is 3.25% (or the 
0 y vege man sume the presidency of N.A.L.U.” He a zahe if higher). up a Score Good June for Huehl 
avid B. Fluegelman, president of mentioned Grant Taggart, president 3.1%. On wi awable settlement op- ; paler _ 
nau: Assn. of Life ‘idaasiins, 1941-42, and Charles E. Cleeton, presi- — — ap omar Ce funds - oes 50 BR angen gale 8 sen 9 
H & Jointed to what could be called the dent last year, and deplored the fact guabeminas fhe ig? yA dy » (om te ie canpene’s Palate Maus tome 
ideal in life insurance in his address that = tg te a a this paign in June, tallied the company’s 
re the annual meeti of Million importan U.K.I. representation. second highest sales month. ate 
RIES bs Round Table at White Sulphur ; ae Annex Gets the Treatment Kaufman, Shelbyville, Ind., received 
.os Angeles Springs. American United Dividends Air-conditioning of Union Central the President Huehl Award as June 
————} Does the patient, if he is advised that American United Life has increased Life’s annex building at Cincinnati sales leader. 
he needs an operation, question wheth- salad — 
er the doctor will receive a greater 
‘fee for performing the job? Mr. Flueg- 
elman thought not, and then said: “If g 
Sé we could only reach the stage where 
our clients receive our advice without 
; ever considering the commission in- “A 
ns volved, we would have taken a great a 
Jew Yor step forward.” : 
If the Million Dollar Round Table 
goes no further than concerning itself 
______J with production and sales of insur- 
Hance, “it loses its basis for existence,” 
CO. Mr. Fluegelman declared. At least 
RIES equally important is “how” the busi- 
ness was obtained, for when all things 
. have been considered, “all the ramifi- 
cations of actuarial science and all the 
—_ intricacies of tax schemes of one sort 
and another” give ground to the life 
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insurance man’s prime object of “pre- 
serving family and communal life in 
our type of democracy,” he asserted. 
This, he said, is what is meant by 
the title of his talk, “The Responsibili- 
ty of Recognition”. He indicated that 
the word “recognition” has received 


ing services in local, state and the Na- 





its dividend scale by approximately 








will be completed in September, 1954. 








'too little emphasis in the past when 
used in the phrase, “the recognition of 
responsibility,” but by reversing the 





wWulir 













co. words, it is possible to imply the re- 

a: —-? a “recognized” man must ' 

EN, c.p.agp The speaker also scored what he ; : 

63 called complacency among some M.D.- : 

ago 3, Ili RT. members. “We have a real story : 

———“F to tell, but unfortunately, we tell it to 
ourselves,” he said, referring to his : 
point that insurance groups pride 
themselves upon obtaining some well- ' ; 
‘known outside speaker for their vari- z : 
ous meetings, while the insurance man, 

t. Inc. particularly the Round Table member, 
with the proper background and pres- @ 
tige, makes such slight effort to book 

esident § himself as speaker before other groups. @ 


* Important as contributions to other 
fields, made this way, would be, he ‘ 
said, just as beneficial would be the te , : x , a 
stimulus given the insurance man at That’s right, Mutual Of New York has just dis- improve service for our policyholders. In a further 

womans damar’ on Ke tet “ana | missed a whole crowd of witnesses—150,000 a _ effort to make it easier to transact business ona 

iT year to be exact! personal and confidential basis, the company no 


would improve his_ self-expression, 
both talents so necessary in an inter- H Jee ; 
longer requires the notarization of signatures on 


view with a client, Mr. Fluegelman Various forms, used by policyholders in 150,000 


ichi said. ; r : ‘ 
lichigan co ae transactions a year, no longer require a witness’s any of its forms. > 
5 Pursuing this point, he said that the c . ae C a C 

a , nature. eans i Ww : , 
——A common man seems to be beneath | %8ature. This means it is now easier to These two changes are evidence of MONY’s 


some of us and we (M.D.R.T. mem- 
bers) rarely attend underwriters’ 
meetings where our inspiration and 
A4ctuarieg *2Mple is most needed.” 

Only one C.L.U. member of the 
ountam§ Round Table (whose roster had a 40% 
Linder CL.U. representation) bothered to 
teach a C.L.U. class last winter, he 
said, and out of 401 L.U.T.C. instruc- 
tors during that same period, only six 
were members of M.D.R.T. Mr. Flueg- 
elman suggested other ways in which 
the Round Table member could active- 


Name a new beneficiary . . . request an income 
settlement . . . apply for a policy loan. . . and 
to transact other business with the company. 


program of continually striving for more efficient 
service. And changes like these help promote good 
relations among the MONY Field Underwriter, 
his policyholders, and the Home Office. 
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AN ly participate in his community affairs. WEATHER STAR SIGNALS ON 
These included: TOP OF OUR HOME OFFICE 

ty (1) Resolving to write at least one “FIRST IN AMERICA” pone Spo nenesiees cdl 
article a year on a particular subject, The Mutual Life Insurance Company of New York, Broadway at 55th Street, New York, W. Y. Orange flashing...... . Rain 
thus accumulating a vast library of White flashing. ...... Snow 

DELPHUE Mowledge by contributors who have 

———— } roven their ability; and (2) perform- 
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M.D.R.T. Guiding Hands Shown at White Sulphur Springs Meet 





> wF 


Executive committee of the Million Dollar Round Table elected at the annual meeting in White Sulphur Springs last 


week: From left, William T. Earls, Mutual Benefit Life, Cincinnati, 1953 chairman, who continues in that post until the 
end of the administration year in October and after that will continue on the committee as immediate past chairman; 
G. Nolan Bearden, New England Mutual, Beverly Hills, Cal., chairman-elect for 1954; John Kellam, National Life of 
Vermont, New Canaan, Conn., new member of the executive committee; George B. Byrnes, Equitable Society, Pasadena, 
who was elected to succeed Mr. Bearden as vice-chairman; Arthur F. Priebe, Penn Mutual, Rockford, Ill., reelected to 
the executive committee; and Walter N. Hiller, Penn Mutual, Chicago, 1952 chairman, who continues on the board as 


immediate past president until October. 








MDRT MEETING 





Warns on Linking 
Death Benefit to 
Deferred Pay Plan 


In the question period on executives 
deferred compensation at the Million 
Dollar Round Table meeting there was 
considerable interest in problems in- 
volved in tying a death benefit in with 
future compensation. 

V. Henry Rothschild II, New York 
City attorney, had said that a deferred 
compensation plan is “stronger” if it 
does not provide for a death benefit. In 
answering questions on this, he ex- 
plained that he only meant stronger in 


> 


respect to a possible objection on the 
part of the internal revenue bureau on 
the grounds that provision for payment 
of the compensation in the form of a 
death benefit made it appear that the 
future service for which the deferred 
compensation was being provided was 
worth nothing. 

By keeping the death benefit out of 
the deferred compensation contract it 
would be easier to prove that the quid 
pro quo, such as agreement not to com- 
pete after retirement or an understand- 
ing that the former executive would be 
available for consultation, would be 
worth the money he was to receive. 

John O. Todd, Northwestern Mutual, 
Chicago, who was teamed up with Mr. 
Rothschild on the panel, said the death 
benefit problem could be illustrated in 
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this way: Suppose an executive works 
10 years and then gets $10,000 a year 
for a specified number of years. If there 
is a provision for a $100,000 death bene- 
fit to the widow that would be payable 
immediately it is obvious that no exec- 
utive is worth $100,000 for one day’s 
work so it would appear that he was 
actually being compensated for past 
service and not for future service. The 
solution, said Mr. Todd, is to provide 
for a death benefit that increases year 
by year. 

To avoid the possibility that the reve- 
nue bureau will say that deferred com- 
pensation is constructively received 
immediately, even though it is to be 
paid out over a period of years, Mr. 
Rothschild said it is usual to add three 
types of contingencies: The executive 
has worked more than five years; if he 
leaves the company he won’t make 
available his knowledge to competitors 
or enter a competitor’s employ; he will 
be available for consultation. 


Another question was whether de- 
ferred compensation is a lien against a 
company’s assets. Denis B. Maduro, 
New York City insurance lawyer, said 
it is a lien, subordinate to secured 
creditors. If the company were sold to 
another company the buyer would have 
to assume the obligation. 


Acting as a screening committee for 
the written questions asked by the 
audience were Robert U. Redpath, Jr., 
Connecticut Mutual, New York City; 
A. E. Gillman, Northwestern Mutual, 
Baltimore; Charles H. Weiss, New Eng- 
land Mutual, New York City, and Theo- 
dore Widing, Provident Mutual, Phila- 
delphia. 





Jacksonville Assn. Elects 


Jacksonville (Fla.) Assn. of A. & H. 
Underwriters has elected Nat S. Lyons 
president to succeed William B. Nel- 
son. Jack Goldstein, Mutual Benefit 
H. & A., was elected vice-president 
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Mutual Benefit Life has completed 

a series of five regional meetings for 
\tield men, during which officers and 
nas ap- agents of the company gave a variety 
2 man-/ of talks on such matters as life insur- 
‘ance aS a moral and preservative val- 

dent of| ue, how it stacks up against other busi- 
y stock’ ness ventures, individual methods used 
ctor of| by agents in gaining and selling pros- 


cident, 





» pects, and the benefit of different cov- 
} erages to people in assorted businesses. 
_ Fulfillment of want is one of the bas- 
‘ic reasons for the existence of life in- 
‘surance, President H. Bruce Palmer as- 
serted. Hand in hand with want is de- 
mand, for “wants create demand and 
demand is the main cog of industry,” 
he said. 

John S. Thompson, vice-chairman, 
spoke on the importance of the field 
organization to the life insurance busi- 
ness. He briefly traced the records of 
two foreign companies, one in England 
and the other in Belgium. The English 
company, without resorting to the 
agency development “universally used 
in America almost from the beginning,” 
completed the year of 1950 with new 
business written “not much larger than 
scores of branch offices and general 
agencies in this country,” he said. 

On the other hand, he continued, the 
Belgium company, after opening a 
training school for agents based on 
United States methods, produced $24 
million in 1952, “half of which was 
written by the 210 graduates of the 
school. The average production of these 
men was 15 times the average produc- 
tion of the 3,000 part-time agents.” 

“Nearly any financial problem faced 
by nearly any person has a life insur- 
ance solution that is more economical, 
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more logical and more flexible than 
the solution offered by any other kind 
of investment,” observed Charles G. 
Heitzeberg, 2nd vice-president and 
director of agencies. 

Life insurance unfortunately has no 
“eye appeal,” Sidney Weil, Cincinnati, 
told his audience, but “if people could 
really see what life insurance property 
is and what it can do, they’d take it 
away from us.” 


Another reason why life insurance 
has failed to take on its rightfully ex- 
citing character before the prospect, 
Howard E. Dahlberg, Iowa, said, is 
because “most people do not differen- 
tiate between the parts of a life insur- 
ance premium. Many experienced men 
in our business do not differentiate in 
their own minds between protection 
and investment,” he said. “Once we 
understand this difference and make 
our prospects understand it, the job is 
easier,” he declared. 

One outstanding feature of life in- 
Surance, he observed, is its continual 
access to fresh dollars “in good times 
and bad...a factor of tremendous im- 
portance in a long-term program... 
Even desperate financial situations like 
the 1930s did not seriously hamper the 
operations of major life insurance 
companies.” 

Thomas E. Duane, Akron, outlined 
his own methods of prospecting. These 
consist of referred leads, repeat sales 
through development of the clientele, 
and the “upgrading of prospects.” 

Developing and enlarging on this 
theme, Paul vonPaumgarten, Mil- 
Waukee, said he has found that “the 
Value of a prospect is determined by 
the ease with which the agent can 
make him a policyholder.” The agent 
Must recognize the difference between 
“working among prospects who can be 





| Methods, Money and Morals Discussed 
At Regionals for Mutual Benefit Agents 


closed at a profit and... those who can 
only be handled at a loss,” he said. 
“Potentially business insurance is 
the life underwriter’s largest market,” 
Campbell B. Chase, Grand Rapids, 
said. As reasons for this he listed: in- 
come tax problems, pension and profit- 


sharing trusts, expanding business, and 
the growing recognition by the legal 
and accounting professions of the in- 
dustry. 

What is more, Phillip J. Foster, Man- 
chester, said business insurance cases 
are usually larger than ordinary life 
insurance cases. “Quicker, easier de- 
cisions are obtained from men who 
are used to decision-making; multiple 
sales—both business and personal— 
lead to other business,” he said. It is 


important for the agent to develop the 
ability to look at business problems 
from the businessman’s point of view, 
Mr. Foster opined. This helps him find 
business interests in the analysis of 
the client’s estate, Edward P. War- 
ren, Cleveland, added. 

Study regularly to keep abreast of 
current developments and to learn 
more about the facets of financial 
planning, cautioned Charles R. Gibbs, 
Los Angeles. 





“Why shou d it be called lite insurance a 





A NORTHWESTERN MUTUAL PoLicYrHoLoeER. Like those of so many prominent business leaders, 
Mr. Firestone’s personal investment program includes substantial life insurance with this company. 


HOW LONG !1S IT SINCE YOU 
HAVE REVIEWED YOUR 


LIFE INSURANCE PROGRAM? 


Births, deaths, marriages, changing needs, 
shifting costs and taxes . . . all affect pro- 
tection plans. A life insurance program 


needs review at least every two years. 


You'll find real assistance when you 
call upon a Northwestern Mutual agent. 


He is trained to give understanding advice. 
His company is one of the largest in the 
world. It has over 95 years’ experience. 
Moreover, Northwestern Mutual offers 
so many significant advantages, including 
low net cost, that no company excels it in 
that happiest of all business relationships 
—old customers coming back for more. 
The Northwestern Mutual Life Insurance 
Company, Milwaukee, Wisconsin. 
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Life /surance Company 


A message on some 
special aspects of life insurance 
by RAYMOND C. FIRESTONE 
Vice President, 
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““FHERE'S a Saying,‘ You have to die to 
benefit from life insurance.’ That’s 

far from true. In my view life insur 
ance is aptly named. Like nothing else, 
it can bring a happier, better /ife to 
the man who owns it. 
“Isn’t there a real and important 
satisfaction, here and now, for the man 
who can feel that he has provided well 
for those dependent on him? Isn‘t that 
man better off who is free from major 
financial worry? Isn’t he even more 
likely to succeed? It seems so to me. 
“Another thing—the good life is 
rarely fulfilled without a certain 
amount of leisure. But leisure is some- 
thing that most men must deny them- 
selves throughout their active years. 
This is where the living benetits of life 
insurance are most enjoyed—when its 
values are used to help provide earned 
leisure at retirement time. Yes, life 
insurance is for the living.” 


Lhe 


MUTUAL 





APPEARING IN: TIME, JUNE 22 AND JULY 20; IN NEWSWEEK, JULY 6 AND AUGUST 31; IN SUCCESSFUL FARMING, AUGUST 














FeNATIONAL UNDERWRITER 


July 10, 1S 








ly 10, 





Halve Term Limit Allowed 
for M.D.R.T. Qualification 


(CONTINUED FROM PAGE 1) 
who is general agent of Mutual Bene- 
fit Life at Cincinnati, and on G. Nolan 
Bearden, New England Mutual, Bev- 
erly Hills, Cal., newly elected chair- 
man, who headed the program com- 
mittee. But everybody else, no matter 
how minor his role, gave time and 
effort above and beyond the call of 
duty, with no hint of the prima donna 
attitude sometimes attributed to hot- 
shot producers. 

The overwhelming success of this 
year’s meeting was particularly grati- 
fying because the ever-increasing size 
of attendance at these gatherings has 
been a very real problem for M.D.R.T. 
leaders. Could any solution be found 
short of undesirably drastic remedies 
like splitting up into regionals, tighten- 
ing the requirements still further, 
maybe making it a $2 million dollar 
round table, or not permitting first- 
time qualifiers to attend? 

In this year’s innovation, the “buzz 
session” system, there seems to be the 
cure for impossible problem of trying 
to get 500 or so agents together for a 
cozy little informal bull _ session. 
Coupled with the “room hopping” plan 
introduced two years ago, the buzz 


session technique produces a sense of 
participation, gets a lot of questions 
answered, and removes the stagnating 
influence of sheer numbers. 

As introduced at the M.D.R.T., the 
buzz sessions technique consisted of 
dividing the auditorium into four sec- 
tions lengthwise, so that each row con- 
tained six or eight chairs. When the 
time came to put questions to the 
first group of speakers, people in the 
odd-numbered rows turned their chairs 
around to face those in the row im- 
mediately behind, thus forming a 
“buzz session” group of a dozen or so. 

Each group designated a chairman 
and then proceeded to discuss what 
the speakers had said and decide on 
a single question that the group 
wanted answered. From the 40 or so 
questions thus propounded, a com- 
mittee selected 10 that seemed to have 
the most general interest. Actually, 
this meant that many more than 10 
groups got their questions answered, 
because several groups would often 
ask the same question or near enough 
the same so that a single question could 
be synthesized by the committee. 

Each group asked a question on each 
of the four sections of the morning’s 
program. In this way, 40 questions of 
the greatest interest to the assemblage 
were answered, nobody was allowed to 











“ALWAYS YOURS.” That's what my wife wrote on the first pho- 


tograph she ever gave me. 


Then when we got married, the minister talked a lot about “always” 


and “forever.” 


In a way he is the only person who can use such 


words with authority. Things of this world aren't too certain. 


Anyway, I've arranged to make our marriage as much for always 


as I possibly can. 


No matter what happens to me, Mary will have 


proper food, clothes, medical care, and entertainment. She will con- 


tinue to live in the comfortable home we built together. 


These wil? 


mean more to her than just getting by. Life will still be worth living. 


You sec. Lutheran Mutual fixed things up with their Preferred 
Risk plan. In the event of my death, she will receive a tidy sum im- 
mediately. Then each month afterwards the postman will bring a 
check to keep things going as they should. 


Such a plan makes me happy, because when I said “I will,” I meant 


it “for always.” 


Lutheran Mutual wire insurance company 


HOME OFFICE e WAVERLY, IOWA 


This advertisement will be run in magazines 
noad from coast to coast 


|; Penn Mutual, 
| charge, there was a program of en- 
tertainment by talented members of 


| 
t 


| was 
'Iram H. Brewster, Phoenix Mutual, | 


too elementary, too abstruse, or too 
limited in interest. For a first try, the | 
plan worked amazingly well and it | 
was a tremendous improvement over | 
the usual system of picking questioners , 
from among those quickest at getting | 
their hands up. | 

In a group of more than 500 there | 
is rarely time to get everybody’s ques- | 
tions answered in this fashion. The | 
result is that many are irked at not 
being able to put their questions. Not 
all questions can be answered through 
the buzz session plan, either, but at 
least those whose questions lose out 
know that they lost through fair and 
democratic process. 

e e e 

The buzz session technique is rela- 
tively new. Its use at the M.D.R.T. 
meeting was believed to be the first 
time it has been employed in a major 
life insurance association. It is some- 
times known as the “66” plan because 
one system is to break up the audience 
into groups of six and let them delib- 
erate or “buzz” for six minutes, in | 
formulating their questions. 

The first event on the M.D.R.T. pro- 
gram was the reception to welcome 
new members. After dinner there were 
three talks which were reported in 
last week’s issue. 

Next morning, with Chairman Earls | 
presiding, there was a panel on ex- | 
ecutive deferred compenSation, also | 
reported in last week’s issue, at which | 
the buzz session plan was introduced. | 





| The golf tournament was that after- 


noon and the room-hopping session | 
took place that evening. Robert E. 
Castelo, Northwestern Mutual, Cham- 
paign, Ill., was golf chairman. Mitchell | 
M. Rosser, Phoenix Mutual, Boston, | 
room-hopping chairman, with | 


Pittsburgh, as co-chairman. Reports 
on some of these room sessions are 
contained in this issue. 


The following day’s activities opened 
with the traditional M.D.R.T. break- 
fast, with Mr. Earls as_ toastmaster. | 
Speaker was David B. Fluegelman, | 
Northwestern Mutual, New York City, 
president of N.A.L.U., a life and quali- | 
fying member of the M.D.R.T. His 
talk is reported elsewhere in this 
issue, as are highlights of the panel | 


take up time with questions that were | 


eoeaand records 
show that, 
throughout 
the length 
and breadth 
of the nation, 
there are few 


policyholder, 


beneficiary of 
the Sun Life 


Assurance 


Company of 
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that followed. 

This panel was unique in M.D.R.T. 
history. Instead of the usual dinner 
at which the speaker is the president 


entrated ca 
nd establis] 


aS. 
Salary inc 





Back of the Name 


of the M.D.R.T. chairman’s company, 
President Bruce Palmer of Mutual 
Benefit Life presided over a panel of 
five Mutual Benefit vice-presidents— 
Harry W. Jones, actuarial; John J. 
Magoven, Jr., legal; Richard E. Pille, 
agencies; M. A. Vieser, investments, 
and William F. Ward, underwriting. 


That afternoon, for the benefit of 
those who couldn’t manage to spread 
themselves thin enough to hop to all 
of the rooms they were interested in, 
there were four concurrent room- 
hopping review sessions, at which the 
room hosts summarized the main 
points brought out at their room dis- 
cussions. 

In the evening, with Sadler Hayes, 
New York City, in 


M.D.R.T., climaxed by some excep- 
tionally fine singing by Mr. Hayes, who 


' accompanied himself on the guitar. 


The final day’s sessions opened with 
a summary from William D. Davidson, 


Lutheran Brotherhood 


* 
| 
| 
| 
| 
| 
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STANDS 


The Edwin H. Ross 
Agency located at 
Sioux Falls, South 
Dakota. During the 
past year the Ross 
apency put in force 
mtn sa oy x new 

sales- 
poo ret teste 
Brotherhood work 
with liberal _first- 
year commissions, 
vested renewals. and 


to be a 
eran Brotherhoo 


Edwin H. Ross 
Sioux Falls, S.D. 
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RP members ineved for ere 
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in your loca 


*Tife Career” 


area. Address 
inquiry to Superintendent o: 


for 


Agencies. 


This is YOUR Life Insurance Society 


LUTHERAN BROTHERHOOD: 


| Equitable Society, Chicago, of the re- LEGAL RESERVE LIFE INSURANCE FOR LUTHERAMDc «i: => 
| sults of the survey of the M.D.R.T. 608 Second Ave., 30., Minneapolis 2, Minnesolé ilts of the s 
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t to Hospitals for Blue 
ross, Other Patients About 
e, Mich. Study Shows 


dis '_ LANSING MICH.—A study of hos- 
» pital costs in Michigan, undertaken by 
fichigan Hospital Assn. at the request 
f Commissioner Navarre, shows little 
ference in the case cost of Blue 
oss and non-Blue Cross patients, ac- 
ording to a report just issued by the 
ssociation. 
’ The association retained Arthur An- 
erson & Co., accountants and auditors, 
o handle the survey, with costs borne 
y the Michigan Hospital Service. The 
eport notes: 
' “The weighted average of approxi- 
ately 1,200 patients’ records (in 10 
vpical hospitals chosen for study) re- 
iewed reveals the total case cost of 
Blue Cross patients to be within 144% 
the case cost of non-Blue Cross 
atients, which is significant evidence 
hat there is no discrimination being 
ade between Blue Cross and non- 
Blue Cross patients’’. 
e e e 
> It was found, further, that the av- 
age length of stay of Blue Cross pa- 
ents was 6.7 days compared with §.9 
lays for non-Blue Cross patients. 
It was explained that Commissioner 
avarre’s request for study was amply 
tified by the fact that Blue Cross 
has been covering nearly 40% of pa- 
ients admitted to Michigan hospitals 
nd commercial insurance companies 
over an additional 35%, making “the 
inancing of hospital care...a matter 
f concern to the department of insur- 
nce.” 
Major points of study were: General 
cture of hospital costs, including 
omparison of hospital payrolls with 
hose in industry and business; hospi- 
al charges from the standpoint of the 
pact of prepayment (insurance) 
rograms on the cost of hospitalization 
o the general public, and accounting 
nd office procedures, from the stand- 
oint of their effect on charges. 
' The survey revealed that employe 
alaries accounted for 61.5% of gross 
osts “per adult in-patient day” for 
951 and for 68.2% of the gross cost 
ncrease between 1947 and 1951. 
) Reduction of the work week by from 
our to eight hours was a major factor 
n increasing the number of employes 
equired and hence the personnel ex- 
ense, it was learned. Other contribu- 
ory factors to rising costs were ex- 
anded technical service facilities; 
orter patient stays with more con- 
entrated care; payment of students, 
nd establishment of hospital cafeter- 
BS. 
Salary increases were greatest in the 
wae medical and surgical category but it 
found that maintenance workers 
ceived the highest average pay of 
137 weekly, with housekeeping the 
| d bwest category at $33.52. The salary 
OO ange was lower generally than for 
ther non-manufacturing industries in 
e state, in which maintenance work- 
, also tops in that field, drew $75.69 
Mm an average and maids $36. Regis- 
ered nurses outside hospitals averaged 
66.50 weekly while average nursing 
ost in hospitals studied, including 
uxiliary nurses, was $42.46. In some 
hstances, it was noted, hospitals fur- 
ed meals to employes without 
large and nurses, in some cases, were 
rovided quarters without charge or at 


n H. ROS Bominal cost. 


Falls, S.D. 


e eo o 

[It was found that the hospitals re- 
ith Luth ewed had “reasonably efficient ac- 
ounting” but some errors and defi- 
$40.2 Hencies disclosed should result in 
afoONomies if corrected, it was indi- 
Lutherals ated. Dr. Kenneth Babcock, Michigan 
a Hospital Assn. president. who signed 
. Ne report to the association’s trustees, 
ociety #XPressed belief that the commission- 
00 ig of the accounting firm to prepare a 
H0 Manual on preparation of hospital cost 
UTHER es: to be distributed to all hospi- 
Bis, “is one of the most important re- 

Minneso# Bilts of {he survey.” 

ae 
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a new definition for 
AN OLD RESPECTED NAME 


Likes his lifetime career of helping others. 
| nspires policyholder confidence. 
Fulfills the human desire for security. 


Equipped for his job . . . by temperament and training. 


Upholds our system of free enterprise. 
Noted for his tact and helpfulness. 
Develops opportunities in his field. 
Enjoys a high standard of living. 
Raises his professional standards constantly. 
Wiins friends every day. 
Ranks high in prestige. 
|nfluences our economy favorably. 
Thorough in all he does. 
Employs ethical business methods. 


Relied on by his fellow man. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


Home Office: 


Canadian Head Office: e 
Newark, N. J. 


Southwestern Home Office : e 
Toronto, Ont. 


Houston, Texas Los Angeles, Calif. 





Western Home Office: 
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The MDRT Producer-an Area for Research 


That amazing phenomenon, the Mil- 
lion Dollar Round Table, has been 
going so long that its unique quality is 
likely to be taken for granted by life 
insurance people until somebody out- 
side the business calls attention to the 
fact that there is nothing like it any- 
where outside the life insurance busi- 
ness, as was done by President James 
F. Lincoln of the Lincoln Electric Co. 
of Cleveland at the recent meeting of 
the M.D.R.T. at White Sulphur Springs. 

It was obvious that Mr. Lincoln was 
not just trying to make the brothers feel 
good. He was genuinely impressed with 
the spectacle of the highest-powered 
salesmen in an industry getting to- 
gether to absorb and swap ideas. Hav- 
ing seen many other conventions in 
other industries and professions at 
which the main object appeared to be 
to have as much fun as possible, Mr. 
Lincoln could well be struck with the 
unusualness of half a thousand dy- 
namic, purposeful men and women 
eagerly seeking knowledge about how 
to become even more successful at their 
jobs. 

The Million Dollar Round Table is 
unique in another way that Mr. Lincoln 
didn’t mention. That is the fact that in 
a business in which 80% of new agents 
have quit by the end of three years, 
979 agents last year succeeded in selling 
more than $1 million of life insurance, 
earning very gratifying incomes on 
commission scales that were in general 
the same as those paid to the agents 
who failed their way out of the busi- 
ness. Besides the 979 qualifiers there 
were 261 members who didn’t qualify 
but who had proved by meeting the life 
member qualification that it was no 
mere freak of luck that got them into 
the charmed circle. 

Most of those qualifying are repre- 
sentatives of companies licensed in New 
York state, which means their compen- 
sation is limited by the well-known 
section 213 of the New York insur- 
ance law. In spite of that, the average 
income reported by those answering 
the M.D.R.T. questionnaire was $30,000 
a year and the homes they own are 
worth from $30,000 to $40,000. 

These figures are a rebuke and a 
challenge to the rest of the life insur- 
ance business. A rebuke for having 
done so little toward discovering what 
makes an agent a million dollar pro- 
ducer and how to instill that something 
into other agents; a challenge to get 
busy and ferret out the real secrets of 
success that set the M.D.R.T. man apart 
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from his aspiring but less successful 
contemporaries. 

There has been too docile an accept- 
ance of the notion that the big producer 
is sui generis and uncopiable. There is 
some truth in this, of course, but much 
less, we believe, than most people 
think. When you listen, for example, 
to the dynamic and colorful Max Mat- 
son of Mutual Benefit Life at Cleveland, 
who has qualified for the M.D.R.T. for 
the 17th successive time, it seems futile 
to try to analyze exactly what enabled 
him to sell more than $5 million last 
year exclusive of pension trusts. And it 
seems highly unlikely that any agent 
could parallel “Matty” Matson’s feats 
by studying and copying his methods, 
even if he were able to achieve a 
creditable imitation of the powerful 
Matson sales presentation. 

Nevertheless, a thorough analysis of 
the methods of top producers would 
certainly disclose patterns of operations 
that could be applied partly or wholly 
to boost the production of other agents. 
An obvious question is, Why hasn’t it 
been done before? Probably the answer 
is that so many people think it has al- 
ready been done merely because star 
producers have described their sales 
methods and answered questions about 
them. 

These contributions have been help- 
ful but they are not the same as an in- 
vestigation by trained research men 
intent on finding out exactly what 
makes the million dollar producer a 
million dollar producer. Admitting the 
difficulty of analyzing a star agent’s 
methods, the field still seems a promis- 
ing one for research. Unlike what pre- 
vails in some lines of business, rewards 
in life insurance are directly geared to 
results. If a life agent has made a lot 
of money it’s because he’s earned it, not 
because his boss likes him and has 
raised his salary beyond what he de- 
serves. 

It might be argued that it would be 
better to study the methods of less 
spectacularly successful agents than 
those who succeed in making the Mil- 
lion Dollar Round Table, on the ground 
that there is too great a gap between 
the average struggling agent and the 
M.D.R.T. member to make the star’s 
methods of any practical use to the dub. 
But this argument seems fallacious. 

True, the agents who sell compli- 
cated and technically involved cases 
are likely to be among the big pro- 
ducers. But it was brought out at the 
M.D.R.T. meeting that a surprisingly 
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high proportion of the production of the 
M.D.R.T. as a whole comes from fam- 
ily protection and simple business in- 
surance cases. It would be unwise to 
make a flat statement without more re- 
search than we’ve made but one thing 
seems pretty clear about the top pro- 
ducers: By and large they sell the same 
type of business as the smaller pro- 
ducers but they do it more efficiently 
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Roger Hull, executive vice-president 
of Mutual Life 
since 1950, has 
marked his 25th 
year with the com- 


pany. Mr. Hull 
joined the com- 
pany in 1928 


at Meridian, Miss., 
and later became 
manager at Nash- 
ville. In 1938 he 
was appointed as- 
sistant superin- 
tendent of agen- 





Roger Hull 
cies. He was named vice-president and 
manager of agencies in 1941. 


Powell B. McHaney, president of 
General American Life, has been elect- 
ed a director of St. Louis Y.M.C.A. He 
fills the vacancy created by the ap- 
pointment of Walter W. Head to the 
Y.M.C.A. advisory board. Mr. Head is 
chairman of General American Life. 


R. L. Maclellan, president of Provi- 
dent Life & Accident, received a wrist 
watch, a 25-year service pin, and a 
silver anniversary scroll as he became 
the 42nd member of the company’s 
Quarter Century Club. L. N. Webb, 
vice-president and secretary, made the 
presentations at a special ceremony. 


A. J. McAndless, president of Lin- 
coln National Life, has been named to 
the board of the newly organized de- 
velopment council of University of 
Michigan, which co-ordinates special 
fund-raising programs and long-range 
planning for gifts and grants. 

William S. Vogel, general agent of 
Columbian National Life in Newark, 
and Mrs. Vogel are on a two month 
vacation in Europe. 


Harry W. Clody, vice-president of 
State Capital Life of Raleigh, N. C., 
has been elected North Carolina state 
deputy of the Knights of Columbus. 


Dr. Cecil Woods, Jr., son of the presi- 
dent of Volunteer State Life, after 
three years as a theological student at 
Alexandria, Va., has been called as 
rector of St. Mary’s Episcopal Church 
at Dyersburg, Tenn. 


Pvt. John Rouse, son of C. L. Rouse, 
vice-president and secretary of Indian- 
apolis Life, made headlines in Indian- 
apolis newspapers when, on the morn- 
ing of the day he left for Japan, he 
rescued a 3-year-old child from a 
canal and revived it with artificial 
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water as he drove along a boulevardjpurr, vice 
which lines the canal, Pvt. Rousenam Life; 
stopped his car, kicked of his shoes)president 
and trousers, and dived in from alg jegislati 
bridge. counsel Nz 
Also, 7n 
president ¢ 
DEATHS = 
relations L 
. Cc. Tur 
JOHN A. COPELAND, SR., 69, con-)e's H. & I 
sulting actuary of Atlanta, Ga., diedlexecutive 
of cerebral hemorrhage. He was an as.) Life of Ok! 
sociate of Society of Actuaries, a char-)president 
ter member and associate of American 
Institute of Actuaries, a charter mem- 
ber and fellow of Casualty Actuarial RR. Ga 
Society, and a charter member of Con-jof Nortk 
ference of Actuaries in Public Practice! 
Mr. Copeland at various times was with! NEW ¥( 
State Mutual of Georgia, Georgia Cagesurance I 
ualty and others. In 1910 he becamel28her as 
the first deputy commissioner of Geor-)°°*" actua 
gia, remaining there until he estab- Canada, wi 
lished his own firm in 1912. A son, J. As 2 8tadue 


Copeland, Jr., has been with his late“4 gradui 
father’s firm since 1936. course at U 

WILLIAM H. BURTON, 84, the fir. . | 
Nashville manager for Life & Casualty, Californ 
serving from 1911 to 1930, died there) LOS Al 
He was an uncle of A. M. BurtonjMarvin A. 
founder and first president of Life &jvine for ag 


Casualty, who now is president emeri#nied by Cx 
tus. adopted the 





RAY H. FINGER, 63, manager fof” “0 ©° 
Sun Life of Canada at Los Angeles fo  , “— 
seven years before his retirement it FY “ “i ns 
1947, died at his home there following... 7"? *‘ 
a prolonged illness. without ety 

make applic 

GEORGE E. SPEAKMAN, 46, witif, The hear 
Penn Mutual Life for 22 years, mosgtwo applica 


recently as recruiting and training di 
rector, died at Philadelphia. 


WILLIAM A. OGDEN, a New Yori 
Life agent at Nashville for 39 yea 
beginning in 1897, died at Jacksonville 
Fla. He was a charter member of th 
company’s Top Club. 


LUTHER F. BINKLEY, who re 
tired because of the condition of hi 
health in 1946 from the Chicago lav 
firm that is now known as Meyers & 
Matthias, died in a hospital at Dowag 
iac, Mich. He had been residing on 
farm near Birch Lake, Mich. His agé 
was 64. He was a prominent figure it 
insurance legal work during his active 
years. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. Carl E. Weatherly, Jr.. Southeastern 
Manager. 

BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O,. E. Schwartz, Chicago Mgr. 
A. J. 


Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. 
Tel. Parkway 2140. Chas. P. 
Director; George C, Roeding, Associate Man- 
ager; George E. Wohigemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127, Alfred E. Cadis, 
Southwestern Manager, 

DETROIT 26, MICH.—1102 Lafayette Bidg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


Fourth Street. 
Woods, Sales 


605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6. Mu. 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 38-3958. Ralph E. Richman, 


Vice-Pres.; J. T. Curtin, Resident Manager. 


NEBR.—610 Keeline Bl 
Richard F, Black, 


OMAHA 2, 
Atlantic 3416. 
Manager. 
PHILADELPHIA 9, PA.—123 §. 
Room 1127, Tel. Pennypacker 5-3706. 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bld¢ 
Tel. Court 1-2494. 
SAN FRANCISCO 
Tel. Exbrook 2-3054. 
Coast Manager. 


dg., 14 
Reside 


Broad Stre¢ 
BE. 





4, CAL.—507 Flatiron Bids 
F. W. Bland, Pate! 
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s, it ¥Committee Heads 


whether 


the bidfor Life Insurers 
agere/ Conference Named 


)mem- Committee appointments for Life 
1 Tableynsurers Conference have been an- 
esearchyounced by President J. Robert Anth- 
rouldn'tiony, Jr., treasurer of Suwannee Life. 

LC. will hold its next executive com- 

‘nittee meeting at Greensboro, N. C., 

esi 4. 

' Committee chairmen follow: Advis- 
ory—H. E. Mears, president Union Life 
) f Virginia; attendance—B. L. DeWitt, 
president National Standard; auditing 
————|_Wyatt Smith, president Home Bene- 

in thelficial Life; business standards—E. T. 
ulevardipurr, vice-president and actuary Dur- 

Rousejnam Life; credentials—E. B. McCabe, 
s shoepresident United Life of Florida; laws 
from alg legislation—Douglas Henry, general 
counsel National L. & A. 

Also, membership—R. B. Evans, 
president Colonial Life; public relations 
_-A. B. Richardson, director of public 
relations Life of Georgia; resolutions— 

.C. Turpin, general counsel Bank- 








39. con.fers H. & L.; statistics—L. L. Hoecker, 
. diequexecutive vice-president Home State 


s an astLife of Oklahoma; A. & H.—W. P. Tate, 
a char-)President Independence L. & A. 





merican 


r mem-/R, R. Gallagher Ass‘t Actuary 


ctuarial B 
of Con/of North American Re. 


ractice) ew YORK—North American Re- 
lassurance has appointed Robert R. Gal- 
“Magher as assistant actuary. He has 
een actuarial assistant at Sun Life of 
‘canada, which he joined in 1950. He 
"lis a graduate of McGill University and 
‘did graduate work in the actuarial 
course at University of Manitoba. 














California Licenses Denied 


LOS ANGELES—Applications by 
arvin A. Ervine and William S. Er- 
vine for agents’ licenses have been de- 
ied by Commissioner Maloney, who 
adopted the finding of Philip C. Farm- 
er, who conducted a hearing held in 
connection with the sale of life insur- 
~fance to members of the armed forces 
at Camp Pendleton. Both denials were 
without prejudice and the two men can 
make application later for licensing. 


or in violation of naval regulations, but 
that they had paid to a Sgt. Ellis $600 
and $800, respectively, for permission 
to operate in the camp, at the rate of 
$1 for each application for insurance 
procured. Also, it was found that a 
Pfc. McKinney, allotment clerk at the 
camp, had been paid 25 cents for each 
allotment processed. 

These payments were found to be 
unlawful by the hearing officer and the 
two service men were relieved of their 
duties as a result of an investigation 
by camp authorities. 





Greenwood New President 
of Great Southern Life 


(CONTINUED FROM PAGE 4) 
ance medicine, has been appointed con- 
sultant to the medical department. 

William Sexton has been elected di- 
rector of public relations and, as such, 
will head a new department handling 
advertising and all matters connected 
with public relations. 

Other promotions include H. L. 
Smith, L. G. Brock and N. L. Williams 
to assistant vice-presidents. Each of the 
men has been with the company more 
than 25 years. 

E. Marcus House has been named as- 
sistant actuary, and Berney Morgan, 
assistant secretary. Realignments in 
the agency department include the pro- 
motion of Frank Petrillo to agency 
cashier; J. F. Tubbs to agency secre- 
tary, and Sam R. Hay to director of 
training. 

Great Southern, established in 1909, 
now occupies the beautiful new office 
building at Houston. It operates in 
Texas, Oklahoma, Louisiana, and New 
Mexico, with insurance in force of ap- 
proximately $620 million. 





Life of Texas Ups Austin 


Thomas H. Austin, assistant manager 
of Life of Texas, has been advanced 
to secretary. 

Before joining the company last 
March, Mr. Austin was with the vet- 
erans administration’s district office 
at Richmond, Va., for 5 years as chief 
of the underwriting division. He also 
supervised promotional activities. 

Mr. Austin, who has more than 20 
years experience in insurance, previ- 
ously managed various branches of 


L. F. Youngblood Joins 
Western & Southern as 
Director of Agencies 


Lewis F. Youngblood, formerly seni- 
or consultant in the company relations 
division of L.I.A.M.A., has been ap- 
pointed director of agencies of Western 
& Southern Life. He will assist W. O. 
Burns, vice-president in charge of 
agency operations. 

Mr. Youngblood, since joining L.I.A.- 
M.A. in 1948 as a consultant, has spe- 
cialized in combination company train- 
ing activities. He assisted in the revi- 
son of compensation plans, developed 
recruiting and selection procedures, 
helped to organize agency departments, 
and was active in consultation work 
with many companies. x 

He started with Life of Virginia on 
a debit in 1936 and was appointed an 
associate manager in 1939. After war 
service, he became assistant director of 
the medical personnel service with vet- 
erans administration at Washington. 

Mr. Youngblood was instrumental in 
starting “District Management” mag- 
azine and just completed the L.I.A.M.A. 
pamphlet, “Managing a District.’ he 
has served on its agency management 
schools staff, has been working direct- 
ly with its combination companies com- 
mittee and had staff responsibility for 
planning the combination companies 
conference. 





J. F. Guess, W. F. Summerell 


Get Prudential Promotions 


Joe F. Guess, for three years Pru- 
dential manager at Savannah, Ga., has 
been transferred to Louisville as man- 
ager there, succeeding Morgan O. 
Woodward, who has retired because of 
poor health. William F. Summerell has 
been named Savannah manager. 

Mr. Guess joined the company in 
1938 as an agent at Jackson, Miss. He 
returned to Jackson in 1946 after mili- 
tary service as assistant manager, go- 
ing to the home office two years later 
as a training consultant. Subsequently 
he was made an associate regional 
manager, and in 1950 head of the 
Savannah agency. 

Starting with Prudential in 1946 at 
Savannah following air force service, 


placed in charge of the agency’s Al- 
bany, Ga., branch. He went to the 
home office in 1951 as a training con- 
sultant, and later was made an associ- 
ate regional manager, supervising 
agency activities in the southern states. 


New 1953 California 
Arizona & Nevada 
“Hand Book” Off Press 


The new 1953 Underwriters’ Hand- 
Book of California, Arizona and Ne- 
vada has just been published by the 
National Underwriter Co. It provides 
complete and up-to-date information 
on the agencies, companies, field men, 
general agents, solicitors, groups and 
other organizations affiliated with in- 
surance in these three states. 

Premiums and losses by lines, in 
California, for all fire and casualty 
companies, and life insurance paid for 
and in force by life companies, are also 
presented in a special statistical sup- 
plement, to follow in a few weeks. 
Copies may be obtained from the Na- 
tional Underwriter Co. at 420 East 4th 
street, Cincinnati 2, or its Pacific Coast 
office at 544 Flatiron building, San 
Francisco 4. Price, including the statis- 
tical supplement, is $15 per copy. 








Begin Jefferson Standard 
Building at Charlotte 


Construction has begun on the eight- 
story, $2,750,000 Jefferson Standard 
Life building in downtown Charlotte, 
N.C. The building will house the com- 
pany’s branch office managed by W. 
Lester Brooks who is also a director. 
The company will own 80% of the 
structure while the Union National 
Bank of Charlotte will own 20% with 
option to purchase an additional 30%. 

Modern appointments include a base- 
ment garage for 175 automobiles. 





Open Group Office at Boston 


Home Life of New York has opened 
a district group office at 40 Central 
street, Boston. Arthur F. Law, Jr., is 
supervisor. 


Appoint Shows, Shively, Gaut 


American H. & L. has appointed Otho 
M. Shows district manager at Hatties- 
burg, Miss.; H. E. Shively district man- 
ager at Sikeston, Mo., and Arthur L. 




















46, wit) The hearing officer found that the Sun Life of Canada. He is a a fellow Mr. Summerell three years later was Gaut, associate manager at Corpus 
rs, mosgtwo applicants had not acted illegally of Life Office Management Assn. promoted to assistant manager and Christi, Tex. 
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9 yea 
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. The Central Standard Life Insurance Company, in its almost 
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To Begin Bankers Nat'l Home Office in November 





ne pore ke oR 
wing of the proposed 
National Life to be erected on a 6% acre plat about a mile from the present 
home office at Montclaire, N.J. On one of the highest points in Essex County, 
the new building will afford a commanding view of the New York and Newark 
skyline and will have an area of 42,000 square feet. It will be air-conditioned, 
will include an auditorium, a cafeteria, and a sun-deck. Ground-breaking cere- 


Architect's 








buil 





new home ‘office 


monies are scheduled for early November. 








Great-West Cracks Mark 


Great-West Life recorded the largest 


month in its history during June, with jing the month. 


new business exceeding $37,800,000. 
Also, the first half of 1952 was the 
best six-month period experienced and 
just short of exceeding the total pro- 
duction for the whole year of 1947. 





June also marked the 17th consecutive 2 
month in which business exceeded the Postal Life Board Appointments 


corresponding month for the previous 


year. 


The Earl 


secutive month of more than $1 million 
of new business. 


R. H. Threlfall, Minneapolis, was tional Can Co., and Francis J. Lude- 
leading representative with $190,000. mann, vice-president and secretary 
Max Feigler, Montreal I branch, was Manhattan Savings Bank. 


Canadian leader with more than $170,- 
000. Eight other representatives ex- 
ceeded $100,000 of new business dur- 


Chicago led the branches with more 
than $2,880,000, with Montreal, I, lead- 
ing in Canada with more than $1,628,- 
000. 


Postal Life has appointed the fol- 
lowing board members: William Angus, 
M. Schwemm Chicago New York City, stonework building 
agency, with its best June ever, kept contractor; A. C. Goerlich, dean of 
its 1953 record of more than $2 million school of insurance and_ executive 
a month and recorded its 108th con- vice-president Insurance Society of 
New York City; D. C. Lillis, partner 
Bear Stearns & Co. and chairman Na- 











When this unique new policy was recently 
introduced at regional sales conferences, the 
response was electrifying. Agents recognized 
the Masterplan as something different —a 
wonderful new type of policy offering many 
sales advantages. 


A 20% endowment at the end of 20 years that 
permits the insured to continue full coverage on 
the ordinary plan at a reduced premium ...or 
continue on the limited pay plan...or as an 
endowment... an unusual return of premium 
benefit... these are a few of Masterplan’s 
outstanding features. 


Here is the policy with tremendous sales 
potential. The benefits were never before 
available in a single plan. It's THE perfect policy 
for those out to set sales records. Write now 

for details on the Masterplan. 


High Commission - Low Net Cost 


One of the nation’s leading mutual legal reserve companies | D L 
‘ | company’s operating territory. He 


ST. LOUIS, MISSOURI 





Hooverizing of Michigan 
Department Is Proposed 


The Michigan joint legislative com- 
mittee on reorganization of state gov- 
ernment has issued a report that in- 
cludes many recommendations and 
observations on the insurance depart- 
ment. The committee recommends that 
the department retain its separate en- 
tity except that several functions 
which it has in common with other 
agencies be performed by divisions 
within an office for business regula- 
tion which is suggested. The suggestion 
is made that there be created a depart- 
ment for professional licensing to 
handle the licensing of insurance 
agents along with real estate brokers, 
securities dealers, etc. 

Commissioner Navarre had a mess 
on his hands when he took office, the 
committee said, and he was praised for 
having tackled the problem, working 
out reorganizations and becoming ac- 
quainted with the weaknesses. 

The survey report recommends that 
companies be licensed indefinitely 
with the same provision for revocation 
that exists now. Issuance of annual 
licenses, the committee said, seems a 
waste of time and energy. 

The committee recommends written 
examinations for life insurance agents’ 
licenses, the same as for property in- 
surance. 

Charges should be increased to the 
insurance companies for conduct of 
examinations to prevent the present 
situation in which a $47,000 deficit 
was incurred in the examiner’s re- 
volving fund during the past fiscal 
year. A nominal charge should be 
made for licensing of agents of Mich- 
igan companies and collection func- 
tions should be turned over to the 
auditor general. 





Emphasize Service Needs at 
Pacific Mutual Group Rally 


Service needs received major em- 
phasis at the annual group insurance 
seminar held by Pacific Mutual Life 
at Ojai, Cal. The sessions, attended by 
the company’s entire group sales force, 
were conducted by Ralph J. Walker, 
vice-president in charge of group oper- 
ations. 

Asa V. Call, president, reviewed 
group progress, noting that the com- 
pany now has more than $382 million 
of group life in force. 

Other speakers were Vice-presidents 
William Breidy, George Gose, Fred 
Sibley, and Thomas Lowe. 





Barrows Claims Secretary 


Bankers Life of Iowa has promoted 
Kenneth Barrows, assistant claims sec- 
retary since 1946, to claims secretary. 
Mr. Barrows joined the filing depart- 
ment in 1927 and transferred to claims 
in 1928. He was appointed supervisor 
there in 1945. He is a member of the 
group committee of International 
Claim Assn. 


Golden State Mutual Class 


A pilot reading class of 27 home 
office officials and employes of Golden 
State Mutual Life increased their 
average reading speed from 220 to 
477 words per minute. The course, 
given by Los Angeles City College, is 
designed to reduce the reading time 
of executives, which has been set at 
about 4%4 hours per day, to 2% hours 
with a comparable increase in com- 
prehension. 








| Josephson to Southland Field Unit 


Milton H. Josephson, formerly pub- 
lic information director for Dallas 
county Red Cross chapter, has gone 
with Southland Life as field assistant 
in the A. & H. division. Maintaining 
headquarters at the home office, Mr. 
Josephson will work throughout the 


worked for a time in the claims de- 






partment of National Carloading Corp 
Chicago. For six years he was Col 
nected with NBC radio station, WEB 
Duluth, as continuity director, speci 

















































































events. director, news departmen Ans 
chief, and served in promotion angdays, 
sales and as United Press correspond RALEIG 


ent. He went with American Red Crosg 


in Dallas in 1950. He is a veteran. pneek’s actie 


ittee of A. 
uestion of A 





Independence of D.C. icy _ term 
DepartmentIs Preserved —{rerdeen, ot 


WASHINGTON—Commissioners 
the District of Columbia signed an 
der continuing the insurance deps 


or. efore cancel 
letter to the 


ment here on an independent basis) “I do not | 
under the D. C. government reorgan ommittee . 
ization law. This is what the insurangmto the pro 

nies failing t 


industry strongly urged, as aga : 
merging the insurance departmentpfter they hi 
with some other local government defhe insured. 

partment. Action had to be taken by, “You cann 
June 30 under the law. However, someffom a comm 





believe the commissioners could reor.pers of the it 
ganize the insurance department in the} “I2 .™Y OP 
future. ommittee sh 
In connection with the reorganiza.pf public mer 
tion matter, the industry was repre-pive of the in 
sented by a committee headed by E, J,fran expect is 
Schmuck, Acacia Mutual counsel. Mr. Cheek 
by yong: 

first glance 
Postal Offers 3 New Plans janger_of th 
hing. Bu 


Postal Life has announced three new 
policies, a juvenile estate builder, spe- 
cial life paid up at age 70, and a spe- 
cial 20 pay endowment at 85. 

One unit of the juvenile plan begins 
as a $1,000 policy and at age 21 auto- 
matically increases to $5,000 of whole ; a tl 
life paid up at age 65, with no increasePE 4 
in premium. The plan is non-medical?” 2 bl 344 
up to five units, and has substantial#US¢ >” 
cash values at ages 18 and 21. ndustry S| pr 

he legislatior 


Reps. Blue a 
e Harlan M. Walker, manager at Buf-§egislative ses 
falo for Travelers, was honored at alplear to the in 
luncheon marking his 40 years withiwould exercis 
the company. proposal subr 
inced it offe 
what can be 
tion or a rulit 


aw. 
“We will ei 
he right app 
soon,” Mr. Ch 
prepared to di! 
which the inc 
e at the 1 


nittee is con 
progress alon 
344 (the uns 
egislature). | 
o do a sincer 
He announc 








AMERICAN 
MUTUAL LIFE IS A ! 
GOOD COMPANY T0 E 

REPRESENT BD boon re 


headquarters | 
Methodist Ins 
the building ° 
lass which st 
The institute 
formerly kno 
three years. L 
from the S.M 
feomodate 45 ; 


* SALABLE MERCHANDISE 


i}, Policies from one day to 65 


z. Waiver of Premiun plus income 
Disability. 


3. Non-medical up to $5000. 
4. Special Term Riders. 


* LIBERAL COMPENSATION 


1. Career contracts available. 





2. Special Brokerage contracts. ek 
3. Persistency bonuses 
4. 


Full commission on preferred 
risk policies. 


n Hea 


* A HELPING HAND 


1. H. 0. Training Schools. 

2. Prize Winning Sales Aids. 

3. Regional Meetings 

4. Production Clubs Conventions. 










A General Agency Company 
¥ 


Lynn Green 












Write H. S. McConachie 
Vice Pres. 


¢ Prudential | 
staff m: 
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&H. Industry Committee 
ill Do Good Job, Cheek 


s, Answering Legislator 


RALEIGH, N. C.—Commissioner 
SBheek’s action in appointing a com- 
ittee of A. & H. men to study the 
uestion of A. & H. and hospitalization 
olicy termination brought a_ sharp 
riticism from Rep. Clifton Blue of 
perdeen, one of the legislators who 
rs fed the movement to require notices 
an or.pefore cancelling A. & H. policies. In 
: letter to the commissioner Blue said: 
“1 do not think well of the special 
ommittee which you named to look 
mto the problem of insurance compa- 
snahies failing to renew hospital policies 
tmenfter they have been put to use by 
nt deghe insured. ; 
en by, “You cannot expect a fair report 
“sometrom a committee composed of mem- 
reor.pers of the insurance industry. 
in the) “In my opinion a majority of the 
ommittee should have been composed 
sniza.ppf public members, with a representa- 
-epre.pive of the industry on it. The most we 
- B, jean expect is a ‘whitewash’ job.” 

‘} Mr. Cheek said he called Mr. Blue 
by telephone and told him that “at 
irst glance I had thought, too, of the 

: Hanger of the industry quashing the 
> newnhing. But I really feel that the com- 
j nittee is concerned over the need for 
 spe- progress along the lines of house bill 
344 (the unsuccessful bill in the last 
egins egislature). I think they really mean 
auto-/t do a sincere job.” 
whole He announced immediately that he is 
rease aming a three-member committee, 
sdical ade up of legislators who fought for 
antial ouse bill 344, “to help me weigh the 
ndustry’s proposals as compared_to 
he legislation which was proposed by 
Reps. Blue and Goodman at the last 
Buf-Begislative session.” He said he made it 
at alclear to the industry committee that he 
withfwould exercise his right to reject any 
proposal submitted unless he is con- 
____fivinced it offers a solution superior to 
hat can be accomplished by legisla- 
tion or a ruling by him under existing 


orga ‘ 


law. 
“We will either get the answer with 
he right approach from the industry 
soon,” Mr. Cheek said, “or we will be 
prepared to draft rules or legislation to 
which the industry can have little de- 
tense at the next session of the legis- 
lature.” 


Southern Methodist Institute 


tquires Home for Students 


® A building at 3412 Blinkley, Dallas, 
mas been remodeled as permanent 
headquarters for students of Southern 
Methodist Institute. First students in 
he building will be members of the 
lass which starts Sept. 14. 

The institute has leased the building, 
formerly known as Varsity Inn, for 
three years. Located across the street 
from the S.M.U. campus, it can ac- 
omodate 45 students. 


een Heads New Office 


Republic Nation- 
al Life has opened 
a branch office at 
Poplar Bluff, Mo., 
with Lynn Green 
as manager. The 
new office will 
serve southeast 
Missouri and 
northeast Arkan- 
sas. Mr. Green is a 
graduate of South- 
ern Methodist In- 

Lynn Green stitute. 


y * Prudential has appointed C. E. Ing- 
ham staff manager at Salem, Ore. 


"Sterling L. Youngquist, general agent 
{Northwestern Mutual Life at Co- 
mous, O., was honored at a dinner 
fe on his 25th year with the compa- 
hand from the home office was 
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a COMPANY 


SHIELDS 


THE AVERAGE FELLOW 
NEEDS LIFE INSURANCE 
MORE THAN EVER 


What with continued high prices and high taxes, it is 
just about impossible for the average man to save 
enough, from his own labors, to accumulate adequate 
future security for his family. 











None the less, however, he needs this security. 
So the only plan for him is Life Insurance. 


Shield Men who represent this Company specialize 
in building security for average people, and it seems 
there are a lot of them. 
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Home Office: NASHVILLE, TENNESSEE 
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ENOURING AS THE 
MOUNTAINS 


GO TO THE TOP FASTER 
... WITH WESTERN LIFE! 


To the man who can produce, we offer unlimited opportunity for high earn- 
ings, rapid promotion, future security. You can make more in less time— 
with Western. These are facts we'll be glad to prove. Ask to see our record 


—write or wire us today. Your manager’s recommendation will help. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 


gp 
ea Lanna 


L. Hill, vice-president and di- Assets over $53,000,000 « Insurance in Force over $238,000,000 


of agencies. 
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Bankers Life of Iowa had its bigg 
Great Northern to Be New month in history in June—Presidey 


Month—when records were broken 
Fort Wayne Company two different counts. Honoring Pre ~ 
| Koei : dent E. M. McConney, written, ¢ 
doit Wy i i ik cry = nicsagy we is nae Somes amined and paid for business subm 
at Fort Wayne, Ind., to write both life i 
A WELL-BALANCED COMPANY and A. & H. coverages. President is . sai poll ter peachent a 
Meredith Case, a former vice-president oyrq-preaking total of $17,130,081. 
< of American Income of Indianapolis agency in both cases was the W. a 
and before that regional manager for Fraser, Lincoln (Neb.) agency w 
Bankers L. & C. Frederick R. Tourkow, written and paid for of $1,286,852 
balance... Fort Wayne attorney, is the chief or- issued and paid for of $1,000,352. 
ganizer and prot serve as po gg The second agency on the writ 
vice-president and general counsul. ; ; 
smooth es the way On clearance from Indiana securities - a” ee ee 
commission, the company will issue second on issued and paid for, W 
100,000 shares of stock. Under its char- Neimann Des Moines agency ¥ 
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PHILADELPHIA ¢ PENNSYLVANIA 








“THINK AND SELL” 


The famous Babe Didrikson Zaharias says the key 
to par in golf is in “grooving the swing” . . . learning 
the correct pattern, and practicing it to the point 


where it becomes automatic. 


We think there’s a lot to be said for the “grooved 
swing” in selling, too. In fact we know no better way 
to describe our “T&S” sales program than as a plan 
under which the underwriter learns the correct pat- 
tern and employs it to the point where it becomes 


automatic. 


Some idea of how well the principle of the “grooved 
swing” works can be gained from the fact that in a 
special field test among 50 of our underwriters, pro- 
duction over a comparable period after exposure to 


“T&S” was up an average of 31% per man. 


NORTH AMERICAN 


Life and Gasualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 


H. P. SKOGLUND, President 
J. E. SCHOLEFIELD, Vice-President 
Director of Agencies 








new mark pushed insurance in force 
to $991 million. Assets totaled $279 
million, while payments to policy- 
holders for the first half amounted to 
$6,700,000. 





| Occidental Life, California, 


to Hold Three Conventions 


Occidental Life of California’s three 
conventions scheduled for September 
and October will be attended by more 
than 400 leading agents throughout the 
U. S., Canada and Hawaii. Meeting at 
Del Coronado hotel, Coronado, Cal., 
Sept. 16-19 will be approximately 150 


| of the company’s representatives from 


western U.S., Canada, Hawaii and the 


| Philippines. A meeting for the eastern 


regions and mid-west will be held at 


| Edgewater Beach hotel, Chicago, Oct. 


13-16. 

The ablest producers from all areas 
will qualify to attend the Top Club 
convention Sept. 2-5 at Banff Springs 
hotel in Banff, Can. 





| Prudence Reinsures Admiral 


Prudence Life of Chicago has rein- 
sured all outstanding policies of Ad- 
miral Life of that city. 

Admiral was founded in 1937 as a 
burial society. Before a name change 
to Admiral Life about a year ago when 
the company went on an assessment 
legal reserve basis, it operated as Ad- 
miral Burial Society and prior to that 
as Progress Burial Society. It was prin- 
cipally an A. & H. company and had 
an annual A. & H. premium volume of 
about $150,000. 


P. M. Ups Discount Rate 


Following the improving trend of 
interest earnings, Pacific Mutual Life 
is now giving a more favorable dis- 
count allowance on advanced premium 
payments. On July 1 the company be- 
gan discounting premiums paid in ad- 
vance at the rate of 242% per year. The 
company will accept an advance up to 





Established Territories in 
the South 


. Brand New Territories in 
Texas and Oklahoma 
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\/ A Sound Company 


DOO LOLLelaD? 


National Equity Life has operated 
the South for 28 years, and is now 
expanding into Texas and Oklahome 





this may mean unusual opportunities 
for you 


Write toaay for full information 


NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
C € LOWRY. President 
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Fine Business Stationery — 
is Watermarked 








"Say it" on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
«has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples . . . . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 














LIFE INSURANCE EDITION 








cimumfr, Huebner Now in American College Office 


L MAOUDUDUAOUDEAU EUAN EGON 


1,109,0 
was 
),688. 


Dr. S. S. Huebner now is located in 

new office in the Philadelphia 
badquarters building of American col- 
ge, the organization he founded in 
97 and of which he is now president 
eritus. The leading insurance educa- 
r of the country retired last month 
om active teaching at University of 
pnnsylvania. Dr. Huebner’s present 


Shown with Dr. 
Huebner (seated) 
in his office are 
Calvin L. Pontius 
(left), vice-presi- 
dent of Fidelity 
Mutual Life, and 
Joseph H. Reese, 
secretary of Amer- 
ican College. 


\ 


plans indicate that he will have an 
active retirement. 

Fidelity Mutual Life provided the 
furnishings for Dr. Huebner’s new of- 
fice, thereby becoming the third Phil- 
adelphia company to provide furnish- 
ings for the C.L.U. headquarters. The 
others are Penn Mutual and Provident 
Mutual. 





—— 





awson Featured Speaker 


Louis W. Dawson, 
utual Life, 


-16, Bolton Landing, N. Y. 


president of 
will discuss claim ad- 
inistration and private enterprise as 
feature speaker at the annual meet- 
g of International Claim Assn., Sept. 


Set State Mutual Meet 


State Mutual Life has set its annual 
group conference for the week of Sept. 
13 at North Falmouth, Mass. The pro- 
gram will be directed by Alan R. Will- 
son, group secretary. Advanced selling 
and servicing pointers will be covered. 


CHANGES 


Daniel New Pan-American 


Birmingham General Agent 


Pan-American Life has appointed H. 
Lacy Daniel general agent for Birming- 
ham and surround- 
ing territory. 

Mr. Daniel en- 
tered the business 
in 1929 as a cashier 
for Penn Mutual 
Life at Memphis. 
After serving in 
the same position 
in various other 
offices, he was ad- 
vanced to assistant 
to the general 
agent and then to 
supervisor. He 
subsequently went 
with National Life 
of Vermont as Alabama general agent, 
holding that position until 1952 when 
he became a general agent for Aetna 
Life. He is president of Birmingham 
C.L.U. chapter. 


Name McKay L.&C. La. Manager 

R. P. McKay has been promoted to 
manager of Monroe, La., district of 
Life & Casualty. He replaces C. S. 
Walker, who died June 21. President 
of Monroe Assn. of Life Underwriters, 
Mr. McKay has been with the company 
there since 1929. 

C. S. Walker was a pioneer with L. & 
C., having 40 years of service, 32 as 
district manager. 





H. Lacy Daniel 


State Mutual Names Lawrenz 


State Mutual Life has named Don- 
ald R. Lawrenz group representative 
in charge at Los Angeles. He was for- 
merly group representative with Mass- 
achusetts Mutual Life. 


Great-West Life Names 


Bertram Seattle Manager 


Great-West Life has appointed Clif- 
ford B. Bertram manager at Seattle. He 
succeeds Fred C. Becker, who will de- 
vote full time to personal production. 

Mr. Bertram has been with Great- 
West since 1946, serving both as an 
agent and as a manager. 

Mr. Becker served as Seattle man- 
ager for the company since 1941. 


Coffin Succeeds Shouldice 
for Connecticut Mutual 


Connecticut Mutual Life has ap- 
pointed C. Carlton Coffin, Jr., general 
agent at Ruthland, Vt., succeeding 


C. C. Coffin, Jr. W. C. Shouldice 
William C. Shouldice who becomes 
general agent emeritus after 17 years 
as general agent there. Mr. Coffin was 
formerly supervisor at New York City. 
Before that he was with the agency 
department in pension and estate 
planning. He is a navy veteran. 


e Pacific Mutual Life has named 
George W. Schermerhorn supervisor 
of agency training at the Los Angeles 
home office agency. 
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[ Mr. 4% represents 
| Jefferson Standard. 


Jefferson Standard, 


- 2%% on policies cur- 
rently issued, hasnever — 

paid less than 4% in- 
terest on policy pro- , 

ceeds left on deposit to 





now guaranteeing : 





5 provide income. 


i aia Sa a Sit 


Jefferson Standard LIFE INSURANCE Co. 


HOME OFFICE: 


Sree 


$10,000 non Medical! 


+ 


Renewal Commissions accumulated at 4% 
interest compounded annually. Our agents 
have $1,400,000 on deposit with us! 


+ 


5% commission paid on single premium 


life and endowment plans! 


+ 


2% service fee! 





GREENSBORO, N.C. 





65% graded contract! 


5% extra first year commissions on most 


policies over $5,000! 


Liberal retirement plan for full-time 


agents, plus group life insurance! 


+ 


4% interest paid on policy proceeds and 


dividend accumulations! 


+ 


+ 
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N. W. Mutual Agents 
Assn. Ready for Meet 


More than 1,250 producers and 
guests are expected in Milwaukee at 
the annual convention of Northwest- 
ern Mutual Life Assn. of Agents July 
20-23. The program of new sales ideas 
and proven selling methods geared to 
current conditions is planned and con- 
ducted by the agents and has for a 
theme “We Serve When We Sell.” Na- 
tionally known speakers will be Holgar 
J. Johnson, president of Institute of 
Life Insurance; David B. Fluegelman, 
Northwestern Mutual, New York City, 
president of National Assn. of Life Un- 
derwriters, and Miss Catherine B. 
Cleary, newly appointed U. S. As- 
sistant Treasurer, who will address 
the women’s luncheon. 

At the opening session Mr. Fluegel- 
man will be presented with a citation 
in recognition of his service to the in- 
dustry as N.A.L.U. president. Presi- 
dent Edmund Fitzgerald will report 
on company operations and develop- 
ments, and Grant L. Hill, vice-presi- 
dent and director of agencies will pre- 
sent awards to honor agents. There 
will also be an insurance play, written 
and directed by Laflin C. Jones, ex- 
ecutive assistant. 

Other speakers will include promi- 
nent Northwestern Mutual agents, and 
seven outstanding agents of the past 
year will present their own most suc- 
cessful sales methods on a “Sales Pa- 
rade” pane] on Monday. There will be 
another panel the following day on 
“Selling Starts Here.” 

Agents attending their first conven- 
tion will be guests of the company and 
association officers at a luncheon. A 
CLU luncheon and business meeting 
will be held, and other meetings sched- 
uled during the three days include the 
company’s special, district & general 
agents associations. Also the Half-Mil- 
lion-and-Over-Agents Club will hold a 
breakfast meeting. 

The business meeting and election 
of association of agents will be held 
Wednesday morning. The association 
will give a dance and entertainment 
Monday night, and the company will 
sponsor a dinner dance Tuesday. 





Brooklyn Agents Punished 
Superintendent Bohlinger has re- 

voked the agent licenses of Michael 

Rubino of 171 Troutman street, Brook- 


lyn, and Nathan Levin of 66 Court 
street, Brooklyn for presenting false 
claims to an A. & H. company and 
profiting thereby. Also, Mr. Bohlinger 
fined Morton Rochfeld of 1747 Sterling 
street, Brooklyn, $250 for not using 
discretion in determining whether a 
claim presented to an A. & H. company 
was false. 


Widows’ Benefits Trend in 


Company Pension Plans 


If an employe dies just one day 
before retirement, his widow receives 
no income under many company pen- 
sion plans, according to the latest issue 
of Employee Benefit Plan Bulletin, 
published by Johnson & Higgins of 
New York City. Recognizing this lim- 
itation, a number of companies today 
are adapting their pension plans to 
provide benefits for the widows of 
employes. 

Chief among these are death benefit 
to widow; pension certain guarantee; 
extended joint and survivor annuity 
option, and widow’s pension. 

The cost of the methods varies con- 
siderably from company to company 
and range as little as 1/4 of 1% to as 
much as 5% of payroll. 








Has New Training Manual 


Occidental Life of California has de- 
vised a flexible training program for 
agents. Designed to fit training to the 
needs and abilities of the individual, 
the new program will enable managers 
to create a_ personalized training 
“chain” for each new agent. 

The program is contained in the 
company’s new Guide to Basic Train- 
ing, a 160-page manual developed by 
Lester S. Roscoe, director of field 
training. 





Sponsor Management School 


Life & Casualty is sponsoring a 10- 
day agency management school at 
Nashville for 10 Texas producers. J. P. 
Byrne, agency vice-president, is in 
charge of the school. He is being as- 
sisted by C. S. Gay, agency secretary, 
and A. E. Smith and W. O. Vernon, 
Texas supervisors. 





Guarantee Mutual Has School 
Sixteen Guarantee Mutual Life 
agents attended the company’s fourth 
5-day home office school. E. L. Cham- 
bers, secretary, administered the 
school, assisted by an educational com- 
mittee made up of Darrell Hinkle, as- 
sistant superintendent of agents; Or- 
ville L. Surber, director of training, 
and John D. Wells, field supervisor. 


Cleveland Group Men 
Elect Nee Chairman 


New chairman of Group Representa- 
tives Club of Cleveland is Frank W. 
Nee, Travelers. Other officers are Ben 
G. Thayer, State Mutual, vice-chair- 
man; Donald R. Davis, New York Life, 
secretary, and Frank Nickerson, John 
Hancock, program chairman. 

August Pryatel, deputy Ohio super- 
intendent, and Charles Werner, ac- 
tuary of the Ohio department, were 
speakers at the election meeting. 

Mr. Pryatel reviewed provisions of 
the Ohio laws in relation to group 
life, and briefly outlined the depart- 
ment’s position in connection with Blue 
Cross rates. He said the department 
does have the right to exercise a degree 
of control on rates charged by Blue 
Cross, since it must approve all con- 
tracts and the provisions of the con- 
tract are definitely tied in with the 
cost of the protection to the public. 





“Lead Operations” Covered 


Joseph Silverstein of Norins & Sil- 
verstein, who represent several com- 
panies in the A. & H. field, addressed 
Los Angeles A. & H. Underwriters 
Assn. on “Lead Operations.” He said 
his agency does not expect its agents 
to find prospects but furnishes them 
125 to 175 per month. He reviewed the 
sources of prospects and the methods 
of solicitation based on lead cards. He 
said the men must know how to handle 
the leads given them and that one sale 
usually results from each three cards. 


Hold Western States Meet 


The annual four-day agency con- 
vention of Western States Life, at- 
tended by 71 qualifiers, was held at 
Park Rapids, Minn. Fred Hultz, presi- 
dent of North Dakota Agricultural Col- 
lege, spoke. Next year’s silver anniver- 
sary convention will be held at Glacier 
National Park. 





Buffalo Managers Elect 


Buffalo General Agents & Managers 
Assn. has elected Allan W. Carpenter, 
Penn Mutual Life, president succeed- 
ing Allen O’Donnel, Equitable Life of 
Iowa. 

Other new officers are Emerson R. 
Smith, Metropolitan, vice-president; 
Fred H. White, Massachusetts Mutual, 
secretary, and William H. Ross, Home 
Life of New York, treasurer. 





| 








about Modern 


HOME OFFICE - - 


Our 70th year (1952) was marked by a 25 per cent increase in new 
business and continued gains in financial strength. That Modern 
Woodmen fully covers present-day life insurance needs as evidenced by 
additional gains during the first quarter of our 71st year. 


IMPORTANT 


Modern Woodmen now has a 70-year record of faithful service 
to members and beneficiaries. 


More than $775,000,000 has been paid in benefits, 
Our record of prompt payment is unsurpassed. 
Assets exceed $175,000,000 in a strong investment portfolio. 


More than 25 plans of insurance are issued .. . 
needs of every member of the family from birth to age 60. 


Modern Woodmen gives THE POLIO-PROTECTION PLUS— 
extra protection at no extra cost. 


MODERN WOODMEN OF AMERICA 


FACTS 


Woodmen Serviee 
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For the second successive year, Pal: the = 
dential has received the National Saf 
ty Council’s public interest awa Followin 
Carrol M. Shanks (right), presidger’s encot 
is shown here receiving the 1952 awgthe mornir 
from F. L. Barrows, executive Rag 


president New Jersey Safety Cow 
The award was in recogniton of P 
dential’s contribution to safety ec 
tion and accident prevention an 
the general public. 
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Ohio Farm Bureau in N. J. 


Ohio Farm Bureau Life will be 
operations in New Jersey July 
More than 60 agents represent { 
company in New Jersey. It will 
a regional office at Trenton. 





between J 
The Pog 
. ° ly set for 
Victory Life Names Three |” 
Victory Life of Kansas has appoin 
A. A. Carroll district manager at Lit Features 
Rock, Ark.; J. D. Rhoads district maj Package 
ager at Newport, Ark., and A. M. Rajgage securi 
district manager at Kennett, Mo. featured th 
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Henne, fiel: 
F, Love, ec 
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Carroll was formerly with Fidel 
Reserve L. & A. 





Am. General Life Honored 


Austin (Tex.) Assn. of A. & H. U 
derwriters honored American Gene 








Life of Houston at its June meets To clarif 
Speakers were R. L. Davis, vice-prego¢ an assum 
dent of that company, and Jim Parkg,), writing 
home office A. & H. supervisor. Mi, Californ 
Parker said the A. & H. agent rendéli,. iccued 
his client an especial service becalfguch an. 
he sells him “money for future deli said, is to 
ery” at the time when it is m tract insur 
needed. He declared that no pol personal liz 
should ever be “adjusted.” It shou this liabilit 
be paid according to its provisions. adult, pare 
Increase Baltimore Life Limits § Albert P: 

Baltimore Life has increased ~ a, . 
standard retention limits as follo ~ ta a 
Age 0-55, $25,000; age 56-65, $20,0i§ ern “RDOt 
and age 66, $10,00. city fire ee 
Lincoln Nat'l Dividend Action se Ww. 

Dividends payable in the year | omg Me 


ginning July 1 on Lincoln Nation after 
Life policies will be continued at t 
present rate. Dividends were boost 


a sho 








last year by the company about 15 Most Gre 
There will be a dividend increase? M 
policies in Reliance Life, which Lig, More thar 
coln National absorbed the first q 7 Ad the 
the year. Rate of increase varies cé in lif ethod 
siderably by age, duration of plan RJ € insul 
insurance, but represent approximate Aim ha 
a 10% over-all increase. cae. 
. five classes 
e Louis B. Carpenter has been naM opened in } 
agency assistant for the R. F. Ob 
agency of Berkshire Life at Chicag = 
An army air force veteran, Mr. C4 Presiden 
penter started in the business WH Advanced 
John Hancock at Chicago about less insura 
years ago and for the last two ye mepereber 
has been with Northwestern Mutu os “ge 
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FRATERNALS 


en Joins Officers 


of Protected Home Circle 


Supreme Circle of Protected Home 
ircle, at its annual three-day meet- 
ng at Pittsburgh, reelected nine of 10 
bfficers. Election of Sentinel E. W. 
Allen, Cleveland, to succeed the late 
jesse F. Cohagan, also of Cleveland, 
é arked the only change in the official 
se oster. 

Opening day festivities included a 
welcome by James F. Malone, former 
Pennsylvania commissioner, and a re- 
Mponse by F. B. Mallett, vice-president. 
An address by L. D. Lininger, sec- 
etary, at the accountants breakfast 
4 pot the second day under way. 

















































€ e * 

Following President Joseph Spen- 
epr’s encouraging two-year report at 
he morning gathering, the afternoon 
was devoted to the annual business 
session. Individual production leaders 
land leading districts were honored in 
he evening prior to initiation proceed- 
ings carried out by junior degree staff 
of Washington, Pa. Entertainment was 
provided by junior circles of East Hi- 
and, Eclipse, Wilkinsburg, and Wash- 
ington, and Uniontown, Pa. 

Howard Dorsey, field director, pre- 


vill begsided at the state managers breakfast 
July gon the third day. In the business phase 
esent of the breakfast the managers ap- 
will hagproved a junior membership campaign 


designed to recruit 2,000 new members 
between July 15-Dec. 15. 

>» The 1955 meeting has been tenative- 
‘ly set for Chicago. 





infFeatured at Gleaner Meet 


Package selling with accent on mort- 
Ragage security and family income plans 
featured the discussions at a three-day 
gathering of Gleaner Life producers 
at Lake Wawasee, Ind. Speakers were 
President R. George Ransford; R. E. 
Henne, field superintendent, and James 
F, Love, editor Insurance R. & R. 





ne Cal. Fraternal Ruling 


‘4 To clarify a previous ruling on use 
“sof an assumption agreement by fratern- 
als writing life and disability covers 
in California, Commissioner Maloney 
‘Shas issued a bulletin to these insurers. 
““asuch an assumption agreement, he 
‘Bsaid, is to be used only where a con- 
“atract insuring a minor may result in 
personal liability for assessment—then 
this liability must be assumed by an 
adult, parent or guardian. 





_Albert Pawlak, secretary of Federa- 
ation Life and prominent in fraternal 
organization affairs in Wisconsin, has 
been appointed by Mayor Frank Zeid- 
ler of Milwaukee as a member of the 
city fire and policy commission. 













NIC W. HEINTSKILL, 80, vice- 
4 President of Catholic Knights of Wis- 
. .@consin, died at his home in Milwaukee 
qgatter a short illness. 


8 Most Grads Still in Field 


More than three-fourths of the mem- 

of the first five classes of South- 
én Methodist Institute have remained 
in life insurance, Institute Director A. 
#8. Jaqua has reported. There were 131 
graduates, representing 49 companies, 
ftom 21 states and Hawaii in the first 
five classes at the institute, which 
} Pened in November, 1946. 


1 Presidents Club Seminar 


4} Advanced underwriting, tax and bus- 
ess insurance were chief topics for 
Q members of Columbian National 
€s Presidents Club at a three-day 
Neeting at White Sulphur Springs, W. 
























Va. William J. Casey, president Busi- 
ness Reports, Inc., New York City, was 
seminar moderator. 


Treasury Modifies Rule 
on Self-Insurers’ DBL 


Self-Insurers Assn. of New York has 
bulletined members on the tax situa- 
tion as respects disability benefit pay- 
ments in that state. The Treasury 
Department has modified an adverse 
ruling, after two self-insurers asked 
for specific interpretation on their 
situations. The previous Treasury 
holding was that the benefit go to the 
employe. 

The identical fact situations were as 
follows, according to the bulletin: 

The self-insurer (1) has no specific 
“plan” for the payment of disability 
benefits; (2) merely qualifies as a 
self-insurer under New York state law 
to pay DBL benefits; (3) collects from 
its employes the maximum allowable 
percentage; (4) places the monies so 
collected in a special trust fund which 
is used exclusively for the payment of 
benefits; (5) makes all payments from 
the fund so created with the employes’ 
contributions; (6) the total loss pay- 
ments paid to date do not equal the 
total amount collected from the em- 
ployes, and (7) the employer has not 
been required to add to the fund in 
order to meet any claims. 

e e e 

The Treasury has ruled that so long 
as this fact situation obtains and dis- 
ability benefits are paid entirely out of 
contributions or earnings derived from 
the contributions of employes, all pay- 
ments of disability benefits to the 
employes were excludible from gross 
income as payments of A. &H. insur- 
ance and no withholding tax is re- 
quired to be deducted by the employer. 

The Treasury however has limited 
its ruling to the specific fact situation 
presented and expressed no opinion as 
to the tax consequences if employer 
uses any of its own funds to pay dis- 
ability benefits or to make up any 
deficit. 





Stressing Age of Prospect 
In SS Approach Pays Off 


How he successfully uses social se- 
curity leads to write several thousand 
dollars a month is told by Charles 
Schermerhorn of the DeVries Los An- 
geles agency of Occidental Life of Cal- 
ifornia, writing in his company’s house 
organ, Pulse. 

Mr. Schermerhorn puts special em- 
phasis on the age of the prospect, for 
it is this which determines his “line 
of patter.” If the prospect is a young 
man Mr. Schermerhorn tries to pre- 
dict what his insurance needs for the 
coming years will be. If middle-aged, 
he may be reaping the peak of his in- 
come, and can therefore afford more 
insurance. If nearing retirement Mr. 
Schermerhorn tells him that the heavy 
premium now demanded of him is 
what he must pay to assure a comfort- 
able old age. 

Surprisingly, Mr. Schermerhorn says 
the last group is easy to convince of 
the necessity for insurance, for men in 
this category are at the point where 
they know their productive years soon 
will be at an end. Therefore, they must 
act now. 





Salary Increases in N. H. 


The New Hampshire legislature, 
which has just adjourned, granted the 
insurance commissioner a salary in- 
crease from $6,375 to $7,500 and the 
poy commissioner from $5,875 to 
$6,500. 





e Gibraltar Life has appointed J. G. 
Moore general agent at Albuquerque. 


ASSOCIATIONS 


Association Officers Meet 


Methods for improving local asso- 
ciations were discussed at the annual 
leadership training conference for lo- 
cal association executives at Kellogg 
Center, Michigan State College, con- 
ducted by Michigan Assn. of Life Un- 
derwriters. About 40 from 18 local as- 
sociations attended. 

Chief instructors were: Ernest R. 
Tonkel, Grand Rapids, new state pres- 
ident; Louis Pohl, Pontiac, immediate 
past president, and Harold C. Brogan, 
Lansing, veteran secretary. 








Vincennes, Ind.—The Wabash Valley asso- 
ciation has elected its first woman president. 
She is Mrs. Mabel Drake, Farm Bureau Mu- 
tual at Shoals, succeeding W. I. Webb, West- 
ern & Southern Life, Vincennes, Others 
elected: Vice-president, William C. Aikman, 
Monarch Life, Vincennes; and_ secretary- 
treasurer, William R. Brandon, Northwestern 
Mutual, Vincennes. Under the general topic, 
“Life Insurance in Action,” the theme “What 
Life Insurance Means to Me’ was discussed by 
a doctor, a clergyman and funeral director. 
National Quality Awards were presented and 
Everett Cooper, Metropolitan Life, Vincennes, 


a charter member, received a “loyalty award” 
for 15 years of perfect attendance. 


Racine, Wis.—Thirteen members of Racine- 
Kenosha Assn. of Life Underwriters received 
their National Quality Award Certificates at 
the monthly meeting. W. C. Reynolds, Racine 
Journal-Times columnist, guest speaker, pre- 
sented the certificates. 


Lansing, Mich.—New officers ‘are: President, 
James Lowder, Northwestern Mutual Life, 
succeeding C. Ronald Daman, same company; 
vice-president, Robert Rogerson, Penn Mutual; 
secretary, Ronald Amderson, North American 
Life, and treasurer, George Guerre, Ohio Na- 
tional Life. Speaker was Coach Clarence 
‘Biggie’ Munn of Michigan State college's 
football team. The association honored 29 
members with the National Quality Award. 


Eau Claire, Wis.—New officers of the Chip- 
pewa Valley association are: Pat Held, presi- 
dent; Frank Baker, vice-president, and Lee 
Minton, Jr., secretary-treasurer. 


Topeka—The association elected Charles S. 
Bray president; Bill Belden Ist vice-president; 
Charles D. Johnson, Jr., 2nd vice-president, 
and Edna H. Richert  secretary-treasurer. 
Speaker was John G. Phillips, assistant to the 
vice-president of Business Men’s Assurance. 
Of the 88 members, 22 will receive National 
Quality Awards. 


Beloit, Wis.—Southern Wisconsin association 
has elected Byron Crosse, Beloit, president: 
Bernard Monoghan, Janesville, vice-president; 
Eugene Loucks, Beloit, treasurer, and George 
Hickey, Janesville, secretary. A ladies’ night 


rests the Security of others 


Thats why 


Berkshire Life provides 114 


Adult and Juvenile Life and Accident & Health policies 


and riders to take care of the three most vital problems: 


death, disability and old age. 


Fer Example Select Risks: 


@ Preferred Life — low cost lifetime protection 


@ Graded Premium Life —low initial cost with graduated 
premium to fit growing income 


@ Term to Age 65 — maximum protection at minimum 


premium 


@ Income Disability — $10 monthly per $1000 
@ Centennial A & H — lifetime accident and sickness income 
BROKERS AND SURPLUS WRITERS are invited to write for 


full information about the many unusual sales opportunities with 
Berkshire Life’s complete portfolio of personal insurance. 


Keep Your Eye on 


ERKSHIRE 


LIFE INSURANCE COMPANY 


Life, Annuities, Accident & Health and Hospitalization 
HARRISON L. AMBER, President 
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banquet was held at the Beloit Country Club. 
R. L. Thomson, Janesville, and G. B. Dunkel- 
burger, Beloit, charter members, were honored. 


Appleton, Wis.—August W. Appel, Appleton, 
was elected president of the Fox River Valley 
association, succeeding Robert Spooner. 


Lafayette, La.—Officers installed at a meet- 
ing addressed by J. Bruce Trotter, ordinary 
agency director of First National Life, were 
Alfred Read, president; Gray Harris, lst vice- 
president; Sidney Ory, 2nd vice-president, and 
Albert Green, secretary. B. E. M. Skerrett, III, 
is retiring president. 


Concord, N. H.—Andre L. Vincent of Pru- 
dential Life was named president of Concord 
Assn. of Life Underwriters at the annual meet- 
ing. He succeeds Walter S. Newton, Jr. of 
Home Life. Other officers elected include 
William Rivers, Metropolitan Life, vice-presi- 
dent and Bernard Heath, Aetna Life, secretary- 
treasurer. Commissioner Donald Knowlton ex- 
tended greetings from the state insurance de- 


partment and James B. Godfrey, attorney, 
spoke on “Wills.” 
Grand Rapids, Mich.—F. Ray Beers has 


been elected president, succeeding H. Wayne 


Parker, R. Kirk Smith vice-president; Clifford 
Seys secretary; Daniel Starmann treasurer, 
and Stephen H. Barnard National committee- 
man. Sixty members received the National 
Quality Service award. 


Gainesville, Fla.—New officers of the North- 
Central Florida association are: Joseph Thom- 
as Donaldson, president, succeeding Nevin 
Summers; Tompie Hampton, vice-president, 
and Jim Montague, secretary-treasurer. Speak- 
er at the election meeting was Dr. Frank 
Goodwin, professor of marketing. 


Wausau, Wis.—Wisconsin Valley Assn. of 
Life Underwriters elected Aino N. Tuft presi- 
dent to succeed Douglas Evue; William Tesmer 
and A. J. Belisle, vice-presidents; Roger Wes- 
ley, secretary-treasurer; E. H. Lattimer, state 
director, and E. J. Mettelka, National com- 
mitteeman. 


Fredericksburg, Va.—Speaker was L. M. 
Jacobs, assistant supervisor of agencies Home 
Beneficial Life. 


Marshalltown, Ia.—New officers, previously 
elected, were installed. They are: C. R. Cline, 
Prudential, president, succeeding Harry Liv- 
ingston, Mutual of New York; Clifford T. 
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AGENTS! 


To sell Military Personnel the 
finest group of Policies available 
in the industry. 


@ Every Policy in strict accord- 
ance with the new Defense 
Dept. Directive 


Easiest selling Policies ever 
offered 


No Military restrictions as to 
War Hazards, etc., in any 
policy 


Highest commission contracts 


Will accept applications on 
any Military Rank 


No physical examination 


Will accept unlimited amount 
of sales volume 


Renewals all vested for life 


Fastest, most efficient Home 
Office service in the business 


Policies include Endowment, 
Ordinary Life, and several 
Savings Bond types 


Old Line Legal Reserve Com- 
pany 


Write 
OFFICE OF THE PRESIDENT 


P. O. Box 1190 
Phoenix, Arizona 














WANTED 
COMPANY EXECUTIVE WITH 
PROVEN PRODUCTION ABILITY 


Mutual Life Company penn North Central 
state requires services of experienced H. O. ex- 
ecutive capable of wy" full responsibility 
for production of Life, A & H and Hospitaliza- 
tion. Future plans make some experience in Fire 
and Casualty operations desirable. Salary open 
and incentive plan available. Write Box T-40, 


WE WANT YOUR 
MILITARY BUSINESS 


Why continue to lose commissions on re- 
jected applications? 





Can your present companies give you: 


|. Top Commissions and Renewals All 
Vested for Life 
2. Easiest Selling Policies You Ever Offered 
3. No Volume Limits—No physical Exam- 
inations—No Rejections. 
4. Best Home Office Service in the Business 
If the Answer is NO to Any of These Four 
Questions—You Should Write To 
OFFICE OF THE PRESIDENT 
P. O. Box 7175 
Phoenix, Arizona 


All inquiries strictly confidential 





AGENCY SUPERVISOR 

$7500 SALARY plus full commission on personal 
business—under management training program 
of large eastern general agency company. Un- 
usual opportunity for successful personal pro- 
ducer in thirties, ambitious for training leading 
to own agency appointment two to three years. 
All replies confidential. Address T-45 The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago, Ill 








DISTRICT MANAGER OPPORTUNITIES 
IN PACIFIC NORTHWEST 


Pacific Northwest Agency of major company 
is interested in contracting unattached life 
underwriters contemplating a move to the 
Northwest. Have specific openings for District 
Managers in Washington, Idaho and Montana. 
Address T-47, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill 














AVAILABLE 
Man age forty with fifteen years experience in 
group field wishes to make new connection 
with an underwriter or a large agency. Eastern 
or mid-western states are preferred. Address 
T-48, The National Underwriter Co., 175 W. 
Jackson Blivd., Chicago 4, Ill. 











; MANAGER AVAILABLE 

Eight years combination experience, all with 
— company. Last four years manager. 
Desire ordinary managerial opportunity. Will- 
ing to relocate. Married, 3 children, age 32. 





The National Underwriter, 175 West Jack 
Blvd., Chicago 4, Illinois, giving complete in- 
formation regarding experience, education, and 
age. All replies confidential. 








A ble August Ist. Early replies appreciated 
because of vacation. Address 1-49, The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











Phillips, Minnesota Mutual, vice-president; Bill 
Tucker, Northwestern Mutual, secretary-treas- 
urer, and John R. Beaton, New York Life, Na- 
tional committeeman. Lisle D. Payne, presi- 
dent of the Des Moines association, spoke. 
National Quality Awards were presented. 


Bay City, Mich.—James Crane was elected 
president, succeeding Franklin Clymer, and 
Ward VanDerwill was named secretary-treas- 
urer. Rep. Richard Smith spoke and seven 
members received the National Quality Serv- 
ice award. 


Camden, Ark.—Jerry Bowen, trust officer 
Union National Bank of Little Rock, addressed 
the association. 


Scranton, Pa.—New officers are: Eli H. Al- 
bert, president, succeeding John H. Price, 
Knights Life; Raymond A. Connor, Pruden- 
tial, vice-president; Jeremiah J. Collins, sec- 
retary-treasurer, and Mrs. Gertrude C. Collins, 
assistant secretary. Harry K. Gutmann, Mutual 
Life of New York, spoke. 


Indiana, Pa.—William H. Smith of Indiana 
has been elected president of the Indiana 
county association, succeeding Frank L. Neff, 
Indiana. Other officers are Edward Gordon, 
Blairsville, vice-president, and John Johnson, 
Clymer, secretary-treasurer. 


Tulsa—The association has elected Victor L. 
Gunn, Aetna Life, president, succeeding Floyd 
E. Reynolds, Acacia Mutual Life; John G. 
Darling, general agent Northwestern Mutual, 
vice-president; Dave Hughes, secretary; H. A. 
Stone, treasurer, and R. K. Wilson, National 
committeeman. 


Richmond, Va.—New officers are: T. Brax- 
ton Horsley, manager Life of Virginia, presi- 
dent, succeeding J. Dallas Leith, manager 
Peoples’ Life; Ranson L. Hassel, manager Pru- 
dential, 1st vice-president; Albert N. Neveux, 
Jr., general agent Fidelity Mutual Life, 2nd 
vice-president, and Nathan Metzger, manager 
Union Mutual Life, secretary-treasurer. 








Halve Term Limit Allowed 
for M.D.R.T. Qualification 


(CONTINUED FROM PAGE 8) 
membership. This indicated that the 
median member has an average in- 
come of $30,000 and is between 45 and 
49 years old. Of the 699 reporting, 
565 said they did programming and 
estate planning, which for more than 
one-fourth of the agents accounted 
for 40 to 60% of their incomes. One- 
third of those reporting get 20 to 40% 
of their business from business in- 
surance, while 366 do package selling, 
with 26 reporting that they get 90 to 
100% of their business from this source. 

There followed a panel on the use 
of life insurance in connection with 
profit-sharing plans. This is reported 
elsewhere in this issue. 


Walter N. Hiller, Penn Mutual Chi- 
cago, immediate past president, pre- 
sided at the luncheon session and in- 
troduced A. R. Jaqua, director of the 
Southern Methodist University in- 
surance course, who gave a dynamic 
talk on the M.D.R.T.’s responsibility 
for improving conditions in the busi- 
ness, particularly sales by part-time 
agents, turnover among agents. poor 
training of new agents. He mentioned 
the equity annuity plan sponsored by 
Teachers Insurance & Annuity and the 
sale of mutual fund shares protected by 
life insurance and suggested that there 
might be a trend worth looking into. 
He also stressed the desirability of a 
general plan for payment of life in- 
surance premiums by deductions by 
employers. 

Concluding sales session was on 
“grass roots selling.” This was devoid 
of anything about 115 (g) (3) or other 
highly technical matters but instead 
gave the audience some simple, but 
nevertheless potent sales ideas em- 
ployed by some very experienced big 
producers. Not only were the ideas 
valuable in themselves but also in 
conveying the thought that star sales- 
men don’t scorn tried and true methods. 

For example, Harold S. Parsons, 





Travelers, Los Angeles, told how 






















































uses the telephone to conserve } LY. Li 
time in checking up on changed iggg 

surance situations among his client gency 
He estimated that he had closed New York 


his previous year’s cases on the phonguperintend 
He often gets the examining doctor 
get the application signed. 

“The Name’s the Same” can be 
profitable theme in selling life ins 
ance as well as on television. 
Kennedy Nickell, Connecticut Gene 
Chicago, once called cold on a doct 
for no better reason than his nag 
was the same as that of Chicagg 
famous department store — Marsha 
Field. He made the sale. , 

However, this system didn’t pay 4 
for Walter Hiller, who was moderatg Charles C. Geart 
of the panel. When he first started. , 
selling life insurance in Chicago } ice-presider 
called on all the 32 Hillers in the phonpeadaquarter: 


book—and didn’t sell one of them. Fed api 
Paul Cook, Mutual Benefit Lit em sg 
Chicago, said it was a fine thing { rent at Nev 


build up one’s prestige as a membe 
of the M.D.R.T. but warned agaip 
“sitting on your prestige.” He t 
somewhat ruefully how he’d done th 
one time. He’d built up a lot of pre 
tige with a client but another age 
came along with an insurance id 
that the client liked and sold him $5 
000. 
Grant Taggart, California-Wester 
States Life, Cowley, Wyo., said 
reaped an unexpected reward from 
speech he made at a chamber of com 
merce meeting in another town. Hes 
impressed his audience that he ws 
called in to write two $100,000 case 
because the buyers felt that no ager 
in town was competent to write suc 
a large case. 


Verne S. Stanfe 


rom naval s 
ferved aS mM. 
ity Lincoln 
ater going t 
anager ther 


Besides cutting the amount of grou Mr. Hussey 
insurance that may be counted towatiany all of } 
qualification, the members voted thing as an ag 
no credit shall be given for any form owing milit 
of term insurance written for an initidsency orgat 
period of less than 12 months. Thi anager the’ 


is to prevent interim term coverag 
from being used toward the applicant 
million. It seldom pays any co 
sion. It was also decided that for term 
insurance having no face value, as it 
the case of riders in family mainten 
ance and similar policies, the commut: 
ed value will be counted. Commute 
value will also be used for decreasing 
term riders having no face _ value 
All decreasing term continues to cout! 
for half value. Article V, par. (5) (a) 
covering group insurance was modified 
to include wholesale life. 

At the end of the business meeting 
the immediate past chairman, Walte 
Hiller, presented to Mr. Earls, the re 
tiring chairman, “the usual annual sur- 
prise,” a plaque attesting to his serv- 
ice as M.D.R.T. chairman. All member 
of the “grass roots” panel were forme 
M.D.R.T. chairmen. 
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New Philadelphia Life Annuity ix | 

Philadelphia Life has introduced sf *-™onth wa 
single premium deferred annuity withftve period 
$1,000 minimum and $5,000 maximumP"visions wil 
for ages 50, 55, 60, 65 or 70. Non-medi-Flthough theii 
cal limits have been increased 109150% of the n 
$10,000, age 15-35, and $7,500, age 36Iwomen are 11 
40. mum. Maximu 
either case th 
on the higher 


Continentc 


Continental 
trated openir 
tome offices : 

,000 mode 
—— “2 open hou: 
e Midwest Life of Nebraska has ap- _— buildi: 


plied for a license in California. ore than 
te new office: 


Heads Quarter Century Club 
Actuarial Vice-President Clarence 
H. Tookey was installed as president 
of Occidental Life of California Qual- 
ter Century Club. Vice-president is B. J. 
Dickson, Los Angeles general agent; 
W. S. Hosking, treasurer and assistant 
secretary, was named secretary. 
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rve WN. Y. Lite Names Three 
sed itagency Superintendent 






client 
sed New York Life has named three new 
> phonguperintendents of agencies: Charles 





C. Gearhart for 
the southeastern 
division with 





octor 

















7 headquarters at 
on. New York; Verne 
tener S. Stanford, for 
. doctdl the south central 
ou % division with 





headquarters at 
Cincinnati, and 
Robert S. Hussey. 





hicagg 
Marsha 












who will assist 
Dudley S. Bates. 
pay ¢ tly inted 
yderaty Charles C. Gearhart recently appointed 
Pacific regional 






i” ‘ ice-president. Mr. Hussey will have 

ago | Ss F : 

e phon headquarters at San Francisco. 

em Mr. Gearhart, formerly manager at 

t Lif Washington, has been with New York 

hin Wife since 1930 when he started as an 
8 Brent at New York City. On discharge 
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7 Verne S. Stanford 










Robert S. Hussey 






“from naval service in the last war, he 
‘iferved aS manager of the New York 
ity Lincoln branch from 1945-1947. 
ater going to Denver for one vear as 
anager there. 
Mr. Hussey has been with the com- 
“pany all of his business career, start- 
“ng as an agent at Portland. Me. Fol- 
oMMowing military service he became 
Rgency organizer and later assistant 
anager there. He was advanced to 
smanager at Manchester, N. H., in 1946 
‘end two years later to manager of the 
ong Island branch. He then became 
.puperintendent of agencies at Phila- 
‘Helphia,; and since January has been at 
phe home office. 
Mr. Stanford joined New York Life 
Psan agent in Cleveland in 1933. Since 
hen he has served at Cleveland, Bing- 
1amton and Buffalo, N. Y.. as man- 
eger of the New York Lincoln branch. 
end more recently as Milwaukee man- 
eger. Earlier this year he went to the 
home office as superintendent of agen- 
ies: 


































.educe Waiver Rate 


Connecticut Mutual Life has reduced 
's rates for waiver of premium dis. 
bility benefit. 

There is no change in the provisions 
of the disability agreement for men 
ty which provides coverage to age 6U; 2 
ced ap "Month waiting period, and a retro- 
, withiective period to one year. The same 
imumPovisions will also apply to women. 
medi-Flthough their premium rate will be 
od t0#150% of the men’s rate. Age limits for 
ge 36-Fomen are 16-50 with $50,000 maxi- 
mum. Maximum for men is $150,000. In 
tither case the limit may be reduced 
on the higher forms of coverage. 











rence 
sident . s 
muar-|-ontinental House-Warming 
hes 1] Continental Life of Fort Worth cel- 
~s rated opening of its new, permanent 
tame offices and the completion of a 
000 modernization program with 
4 open house in its 24-floor sky- 
; ap- §aper building. 
ore than 1,000 persons inspected 
new offices and presidents of other 








insurance companies were honored at /4 


a dinner as guests of President Ster- 
ling C. Holloway and other Continen- 
tal officers. 

Continental purchased the building 
about three years ago from Fort Worth 
National Bank and it has since under- 
gone a thorough modernization. 

Since the company was started in 
1948, its life insurance in force in- 
creased from $297,900 to $12,150,000. 
Capital and surplus have increased 





from $40,000 to $1,300,000 (capital 
$5.000; surplus, $800,000). 
Mass. Mutual Adjourns; 


380 Attend Last Regional 


More than 380 persons attended the 
fourth and last of the series of regional 
conferences of Massachusetts Mutual 
Life at Dixville Notch, N. H. Main 
speakers were Vice-presidents Richard 
Cc. Guest and Charles H. Schaaff. 

Mr. Guest discussed principles gov- 
erning the home office staff in carry- 
ing through its management respon- 
sibilities to the public, to policyholders, 
to the agency force and to other per- 
sonnel. It is not enough merely to 
serve large numbers, he said. There 
also is entailed a very fine sense of 
trusteeship. The management, he con- 
tinued. even while judging public ac- 
ceptance of its program, must never 
forget the all-important part played 
by the agency force in bringing that 
program to a successful conclusion. 


Agents now enjoy the greatest op- 
portunity for sales since the 1920’s, ac- 
cording to Mr. Schaaff, who listed 
reasons for his optimism, favorable 
factors on the national level, the com- 
pany’s standing, new needs and uses 
for life insurance, and the individual 
agent’s ability. 

Charles G. Hill, group secretary, 
said there was a “tremendous ready- 
made market for group plans.” To sup- 
port this view, he noted that according 
to the Bureau of National Affairs, only 
30% of the 75,000 collective bargaining 
agreements now in effect provide for 
health and welfare benefits and only 
10% provide for pension plans. 

Reactions to the life insurance busi- 
ness after two years were given by 
William <A. Nixon, Jr., Rochester. 
Other speakers were James J. Bergen, 
assistant director of training; C. Har- 
rison Meyer, New York; Kenneth R. 
Robson, Newark; E. James Stephens, 
manager of pension trust sales; Loren 
E. Bly; Syracuse, and Nathan S. Bien- 
stock and Donald C. Keane, both of 
New York. 


They Buy It, Too 


Phoenix Mutual Life, following 
survey of its 100 top producers, has 
concluded that.“the most successful life 
salesmen think enough of their product 
to purchase it in substantial amounts 
for themselves and their families”. 

The company polls showed that the 
representatives averaged nearly $50,- 
000 in individual life insurance. The 
typical leader has also been with the 
company 12 years, and he had an aver- 
age sale of $8,000 in a recent 12-month 
period, with paid production totaling 
nearly $500,000. 








New Hampshire Selects Weisman 


New Hampshire Assn. of Life Un- 
derwriters has named H. Robert Weis- 
man of Phoenix Mutual Life, Man- 
chester, to represent the association at 
the annual Life Underwriting school 
at Storrs, Conn., July 27-31. His selec- 
tion entitles him to the annual scholar- 
ship awarded by New York Life. 





L. R. Engstrom Resigns 


Following the sale of Nebraska Na- 
tional Life, Leonard R. Engstrom, who 
for the past 1% years has been develop- 
ing that company’s A. & H. program, 
has resigned. His future plans have not 






MONY” Coupons Sell $4,680,000 in 3 Year 


NEW YORK—tThe personal follow-up of coupon leads resulting from the first 
six months of Mutual Life’s advertising campaign that began in Life in Febru- 
ary, 1952, resulted in 1,600 applications for $4,680,000 of life insurance plus 
$52,000 of A. & H. premiums, according to a 24-page illustrated report prepared 
by Life and addressed to Mutual’s agents. This advertising is part of the 
“MONY” (Mutual of New York) campaign recommended by Mutual’s adver- 


tising agency, Benton & Bowles. 


According to the report, 96% of the agents like the new campaign. Orders for 
reprints of advertisements by the field force increased more than 100% over 


the previous year. One of every three 


coupon leads to an application. The cur- 


rent campaign is built around single-need appeals and appears in Life, Time, 
Newsweek, Collier’s and the Saturday Evening Post. 








been announced. Before his four years 
of insurance experience, including both 
home office and field assignments, Mr. 
Engstrom was in the advertising field. 





Nine Managerial Changes 
Made by Travelers 


(CONTINUED FROM PAGE 2) 
year to Washington where he became 
assistant manager in 1946. 
Starting with Travelers at the home 
office in 1946, Mr. Walker served at 





. Howard A. Walker Charles C. Chamberlain 


Hartford before going to Washington. 
He is a veteran of the last war. 

Mr. Chamberlain, an army veteran 
of the first war, joined Travelers in 





John F. Peffer James C. Smith 


1926 at Detroit, advancing to assistant 
manager there in 1929. 

All of Mr. Peffer’s Travelers ex- 
perience has been at Erie, where he 
started in 1937. He was named assist- 
ant manager in 1942, returning to that 
position after naval service. 

Mr. Smith started with Travelers as 
an agent at Trenton, N. J., in 1947, 
going to Newark following his naval 
discharge. 


New Capitol Life Policy 


Capitol Life of Denver has adopted 
an exclusive planned investment con- 
tract policy. The plan is a basic life 
paid up at age 65 policy to which is 
added a return of premium death bene- 
fit during the first 20 years, and cou- 
pons—one of which matures each year 
upon payment of the full premium— 
beginning» with the second year and 
including the 20th year. If all coupons 
are left at interest their value, to- 
gether with the cash value of the poli- 
cy, will mature the policy for its face 
amount in 20 years. 


Detroit Managers Elect Grossman 

New officers of Life Insurance Man- 
agers of Detroit are: Henry Grossman, 
John Hancock, president; E. Joseph 
Gryson, Connecticut General, vice- 
president; Ruth M. Kelley, Manhattan 
Life, secretary, amd Harry J. Altick, 
State Mutual, treasurer, 





June, Half-Year Production 
Best Ever for Equitable, Ia. 


Equitable Life of Iowa recorded the 
largest June and the largest first six 


* months in its history. 


New paid life production during 
June totaled $10,693,258, a 9% gain 
over the corresponding month in 1952. 
New life paid for during the first six 
months totaled $63,310,668, up 9.4% 
over the first six months of 1952. Life 
insurance in force increased to a new 
high at June 30 of $1,264,724,572. 

The Kansas City agency headed by 
H. A. Hedges. general agent, led all 
agencies. 





Split-Dollar Boosters 
Undeterred by Adverse Rule 


(CONTINUED FROM PAGE 2) 
employe would have to take it over. 

J. Dallas Corbiere, Mutual Benefit 
Life, Boston, who is said to have sold 
as many split-dollar plans as anyone 
in the business, also favored going 
ahead and selling the plan, though he 
expressed fear that many lawyers 
would now advise clients against it 
because of having heard about the 
confidential ruling. He said it might 
be necessary to call it something other 
than “split dollar.” 

Mr. Corbiere sells the plan not as 
cheap insurance. which is the aspect 
that he said has created all the furor, 
but rather as an informa] retirement 
plan. 

Because of space limitations, addi- 
tional reports on the room-hopping 
sessions are being held over until next 
week’s issue. 





Launch Ruesch Agency 


An open house attended by more 
so a _. than 200 local in- 
surance, business 
and civic leaders 
marked the open- 
ing of Prudential’s 
Paul T. Ruesch 
agency at Erie, Pa. 

Mr. Ruesch 
joined the compa- 
ny in 1936 and 
subsequently be- 
came assistant 
manager at Hart- 
ford. Last year he 
transferred to the 
home office as 
training consult- 


= 





Paul T. Ruesh 


ant. 

Sayre MacLeod, vice-president; Alan 
L. Reed, superintendent of agencies, 
and J. J. Holahan, regional manager, 
were on hand for the opening. . 





Hockensmith New Ky. Assistant 

William T. Hockensmith has been 
appointed assistant to Commissioner 
Goebel of Kentucky. 





e Robert G. Yturria, for the past year 
assistant brokerage manager of Oc- 
cicental Life of California at Grand 
Rapids, Mich., has been named broker- 
age manager. He was formerly with 
New York Life. 


e The Chicago division of Franklin 
Life, managed by F. J. Budinger, wrote 
its largest monthly volume in June, the 
total being $2,372,395. 
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(CONTINUED FEOM PAGE 1) 


means committee on the taxation of annuity income. 
Twenty-four hours before that, A.L.C. will file with the committee copies of 


a folder including all tax suggestions 


of life industry representatives, except 


those regarding the taxation of survivorship annuities and on legislation for 
individual retirement (Jenkins-Keogh bill). 

In connection with his annuity presentation, Mr. Hogg will list those sug- 
gestions, which deal with (1) capital gains treatment under qualified pension 
plans; (2) qualification of pension plans of life companies and corporations 
exempt from corporate taxation; (3) discriminatory taxation of investment 
income under insured pension plans; (4) transfer of life policies for valuable 
consideration; (5) application of the doctrine of constructive receipt to life 
policy transactions; (6) estate taxation—elimination of the premium payment 


test. 


Meanwhile, Robert Crichton, also representing A.L.C. and L.I.A., will testify 


before the House veterans affairs committee at an early date on the so-called 
means test as applied to veterans seeking hospitalization. Veterans Administra- 
tion claims it is handicapped because it can’t go beyond a veteran’s statement 
if he claims inability to pay. In that connection, many veterans’ A. & H. policies 
contain exclusion clauses applying where hospitalization occurs in government- 


subsidized hospitals. 


When ways and means hearings are announced on individual retirement leg- 
islation, A.L.C. and L.I.A. representatives plan to send a letter to the committee 
chairman enclosing a memorandum on the subject. No personal appearance 


is planned in this connection. 


A draft memorandum dealing with this matter has been prepared and sub- 
mitted for discussion to life company people before it goes to the committee. 


Cincinnati Managers Elect G. R. Hammerlein 


George R. Hammerlein, Minnesota Mutual Life, has been elected president 
of Cincinnati Associated Life General Agents & Managers, succeeding Paul 


Johnson, Fidelity Mutual. 


Federal Life’s Cavanaugh Drive Marked Success 
Federal Life of Chicago experienced a notable production of new business 

during June, the month set aside each year to honor President L. J. Cavanaugh. 
New business during the month totaled $5 million, exceeding any previous 


month’s production by more than 25%. 





Profit Sharing Plans 


Outstripping Pension Plans 
(CONTINUED FROM PAGE 1) 
However, he said it was a mistake to 
persist in this attitude because there 
is a big field for life insurance in pro- 

moting these plans. 

James F. Lincoln, president of Lin- 
coln Electric Co. of Cleveland, one of 
the country’s most vigorous advocates 
of profit sharing plans, explained how 
his company’s system works. He cred- 
ited it with a large share in reducing 
the company’s man-hours per unit of 
product by 90% in the past 19 years. 
He explained this remarkable percent- 
age by saying that success at Lincoln 
Electric is a team proposition. When it 
is, understood that the boss is just a 
player on the team it is remarkable 
what a change takes place in his at- 
titude and that of the others in the 
company. Employes of Lincoln Electric 
earn twice as much as other people 
doing the same sort of work in the 
Cleveland area. 


e a e 

Frederick O. McKenzie, New York 
City attorney who has installed many 
profit-sharing plans, explained the le- 
gal angles. Mr. McKenzie said corpora- 
tions often get interested in a profit- 
sharing plan only toward the very end 
of their taxable year. This means hur- 
ried consideration of important ques- 
tions, and certain decisions, and pay- 
ments must be made before the end of 
the taxable year. Mr. McKenzie said 
he opposes a long qualification period 
for eligibility. 

The revenue code limits tax-deduc- 
tible contributions to 15% of the com- 
pensation of those included. There is 
also supposed to be a predetermined 
formula but recent court decisions go 
against this attitude of the depart- 
ment’s. If an employer wants a letter 
ruling he. must include a formula. If 
he wants a discretionary provision he 


must take his chances on getting a 
favorable court decision. Mr. McKenzie 
favors using a formula. 

Discussing how contributions may 
be allocated, Mr. McKenzie said that 
employes share according to salary 
but there can be a weighting for years 
of past service if it does not result in 
discrimination in favor of executives. 
Vesting, he said, is best handled on a 
gradual basis so as not to provide a 
sudden incentive for an employe’s 
leaving so as to realize immediate cash. 
In the last five years a majority of the 
plans Mr. McKenzie has installed has 
provided for life insurance as an in- 
vestment of the profit-sharing trust. 

* oe e 

Mr. Smith’s preference is for a plan 
putting about 10% of the fund into 
life insurance premiums. This means 
that even if no contributions should be 
made to the fund for nine more years 
the fund would still carry itself as 
respects the premiums. As for what to 
do about uninsurable employes, Mr. 
Smith said this could be taken care 
of by a guaranteed issue plan, a pro- 
vision for grading down the amount of 
proceeds for the same premium on im- 
paired risks, thereby obviating the 
necessity for annuities; or on larger 
cases using group permanent and a 
provision that the face amount will be 
paid in case of total and permanent 
disability. 

One advantage that a profit-sharing 
plan’s trustee appreciates is that when 
the plan is funded by life insurance it 
is the life company’s responsibility to 
keep track of the employe if he quits 
and moves away. 

Asked about profit-sharing plans for 
a limited group or groups of employes 
rather than the entire organization, 
Mr. Meier said that a limited plan pro- 
duces dissension. Studies have in- 
dicated that there is more labor trouble 
ee a limited plan than with no plan 
at all. 


Lite Insurance Sales 
In Powertul Surge 
Since End of War 


The tremendous increase in the sale 
of life insurance since the end of World 
War II is clearly shown in the 1953 
life insurance fact book just published 
by Institute of Life Insurance. 

Sales of new life insurance for the 
first half of this year have continued 
in a record amount, bringing insurance 
in force to very near $290 billion and 
making almost certain a $300 billion 
total by the end of the year, the in- 
stitute estimates. 

Total sales of $19 billion in the first 
six months, one-fifth more than the 
$15 billion in the corresponding period 
of last year, set a new record. 

Of the total bought this year, ordi- 
nary accounted for $1214 billion, com- 


pared with $10,400,000,000 a year ago. 
Group life showed the greatest per- 
centage gain, $3% billion being the 
six-month figure, comparing with $2,- 
300,000,000 a year ago. Industrial also 
increased to $3 billion. Total life in- 
surance in force at mid-year is esti- 
mated to be nearly $25 billion greater 
than a year ago and up $13 billion 
from the first of the year. Income.from 
life and annuity premiums for the first 
half year are estimated at about $4% 
billion, compared with $4 billion a 
year ago. 

In each of the seven years since 
1945, annual sales of new life insur- 
ance were at least double those of 
pre-war days. Last year’s sales reached 
a record of $34,439,000,000. 

During the last 10 years all forms 
of thrift have gained, according to the 
fact book, “but in the years since World 
War II, policy holders’ funds of life 
insurance have risen 63% to $61 bil- 
lion while the increase for the other 
major types of long-term savings com- 
bined has been 36%. 

Ownership of annuities in the U. S. 
has more than doubled in the last ten 
years. At the start of this year they 
numbered 4,238,000, providing a future 
annual income of $1,528,000,000. This 
was an increase of 309,000 in number 
and $125,000,000 in annual income 
compared with the previous year. 

Group annuities, established for the 
most part by employe-employer groups 
have shown the greatest gains, more 
than tripling in number and now total- 
ing 2,707,000. The annual income pro- 
vided by them is now $801 billion. In- 
dividual annuities now number 1,279,- 
000 and represemt $605 billion of 
yearly income. Annuities set up by 
proceeds of life policies under sup- 
plementary agreements number 252,- 
000 and account for $122 million of 


income. 


Guarantee Mutual Life had a 24% gain in 
new paid life business in June over the same 
month in 1952. A. & H. sales were up 147%. 
The C. M. Leonard agency at Tulsa led the 
entire field organization, and W. H. Grimes of 
that agency was first in paid volume. 


Jefferson Standard Life’s sale of new life 
insurance totaled $80,241,334 for the first six 
months of 1953, a record high for the com- 
pany. This is an average increase in sales of 
$1 million a month over the same _ period 
in 1952. Jefferson Standard now has $1,185,660,- 
928 in force. A gain of $101 million of life in 
force has been made in the last 12 months. 


New ordinary business in May for Farm 
Bureau Life of Ohio totaled $13,166,317, com- 
pared to $10,849,340 during the same month 
last year, an increase of 21.49. New paid-for 
ordinary business for the first five months 
totaled Leone gol an ineyeane of 14.9% Ba. 

year. The company 
$600 million in-force mark. with. $609,691,- 








over May of last year. 

Life in force figures through 
five months for Midwest Life 
$62,577,463, placing the company a 
dollars ahead of its ‘$75 million in ’55” s 
ule. Life production through the same pe 
totaled $5,077,552. 


Franklin Whaley Month 
Sales Exceed $40 Million 


Franklin Life agents set a new 
ord in paying birthday tribute to 


r 

Vi 

president and Director of Agencies 
V. Whaley during June. New sales d 
ing the month exceeded $40 million, 


at the end of May, consisting of $564,197, 
ordinary and $45,494,000 of group. 

May production of Jefferson National 
totaled $3,223,558, a gain of more than 








$3 million gain over the 1952 Wh 
campaign, and an all-time record 


June. 








Bedford Springs hotel, Bedford, Pa. 
Aug. 24-26, Insurance section, American 
Assn., Sheraton-Plaza hotel, Boston. 
Aug. 24-28, National Assn. of Life Unde: 
ers, annual, Statler hotel, Cleveland. 

Sept. 14-16, International Claim Assn., 
The Sagamore, Bolton Landing, Lake 
N. Y. 

Sept. 14-17, National Fraternal Congress, Bake 
hotel, Dallas. 

Sept. 20-24, Assn. of Superintendents of Insy 
ance of the Province of Canada, Charlot 
town hotel, Charlottetown, Prince Edwaj 
Island. 

Sept. 21-23, Life Office Management Assn., a 
nual, Netherland Plaza hotel, Cincinnati. 

Sept. 21-24, National Negro Insurance Asm! 
Miami, Fla. 

Oct. 5-8, Bureau of A. & H. Underwriters, aj 
nual, Seigniory Club, Montebello, Can. 

Oct. 5-9, American Life Convention, ann 
Edgewater Beach hotel, Chicago. 

Oct. 8-10, Life Advertisers Assn., annual, S! 
ler hotel, Boston. 

Oct. 22-24, Mid-West Management 
ence, French Lick, Ind. 

Nov. 3-4, H.&A. Underwriters Confer 
underwriting forum, Edgewater Beach 
Chicago. 

Nov. 5-7, Institute of Home Office Unde: 
ers, annual, Edgewater Beach hotel, Chii 

Nov. 9-13, L.I.A.M.A., annual, Edgew: 
Beach hotel, Chicago. 

Nov. 30-Dec. 4, National Assn. of Insur; 
Commissioners, midwinter meeting, 
Souci hotel, Miami Beach, Fla. 

Dec. 8-9, Life Insurance Assn. of America, 
nual, Waldorf-Astoria hotel, New York City 

Dec. 10, Institute of Life Insurance, 
Waldorf-Astoria hotel, New York City. 
























Name Lipman Ind. Manager 


The Ray Marcus agency at Cleve 
land, which represents United of Chi: 
cago exclusively in four states, ha 
named Albert J. Lipman as manager 
the newly formed Indiana agency 
2264 Meridian street, Indianapolis. M: 
Lipman has several years of insuran¢ 
experience, including company service 


BRIEFS 


e@ Mary Kerr, personnel manager Pa- 
cific ‘Mutual, addressed the caredty 
commencement program of Los Ar: 
geles public schools. 

e W. J. Schnabel, Jefferson Standard 
Life, San Antonio, was honored at 3 
luncheon there marking his 25th yea 
with the company. 

e The Indianapolis district office 
Life of Virginia managed by Paul R 
Cannaley has moved from the down- 
town area to 4116 North Pennsyl- 
vania. 

e Norman T. Carson, vice-president of 
Security Mutual Life of N. Y., ad- 
dressed agents of the Pollard general 
agency at Milwaukee. 











ion D 
Convention Dates 
Aug. 17 (week of) Institute for Advanced | 

cy Management, University of Conn 
Storrs. | 
Aug. 19-22, Federation of Insurance Co | 
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e Clyde H. Fuller, agent at Milwaukee 
for Northwestern Mutual Life, has 
been elected president of the Mil- 
waukee auditorium-arena board. 
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your prospects gain the 
advantage of: 


1. LOW NET COSTS 

2. FLEXIBLE SETTLEMENT OPTIONS 
3. NET LEVEL PREMIUM RESERVES 
4. A STRONG SURPLUS 


Mutual Trust is soundly and economically 
managed for the benefit of its policyholders 
ona purely mutual basis with a strong general 
agency force operating in a stable territory. 


” sche 





CONFIDENCE 


Hundreds of people climb these 
stairs each day of the week. They 
walk with a firm, assured step, a 


Ind tou Mich, Ming.,.N. B., Oko, Wash, Wi, confidence inspired by experience. 
. Y., Conn., Me., Mass., N. H., N. J., Pa., R. |., Vt., Cal. re 
For this is the entrance to the home 


Exceptional Field Opportunities Available... 
xceptional Field Opportunities Available office of the Pan-American Life 


Write to 


the Agency om 
Secretary ual Jul 
LIFE INSURANCE CO. 
| . 135 South LaSalle St., Chicago 


Insurance Company, Louisiana’s 


; Pan-American also pro- 
largest Legal Reserve Life Insur- : : : 
vides its representatives 


ance Company. with many personal bene- 


P . 2 fits, including: 
This well-placed confidence is one . 





of the major assets which enable 





Pan-American representatives to 
build fine records of ever-increas- 


ing sales. Other important assets 


e GROUP INSURANCE 
UP TO $6000. 


e FREE 
HOSPITALIZATION 


GUARDIAN a 


Protection against 


e DISABILITY 


“ BENEFIT 
e Competitive Merchandise . 


e Flexible Underwriting 


e Unexcelled Service To 
In 1928, and again in 1929, a railroad executive bought GUARDIAN ‘ 


LIFE protection. In 1932 he became totally disabled with tuberculosis. Policyholders 


“Thank you,” he writes in 1953, “for all the help and kindness 
you have shown me throughout my long illness. It is very trying 
to give up almost everything—an experience that is as hard to 
bear mentally as physically. I have tried to show my appreciation 
by telling my friends and relatives how much your help has meant 


to me and ily.” 
my family For information Address 


CHARLES J. MESMAN 


Superintendent of Agencies 


GUARDIAN'S Disability Income Provision ($10 per month per $1,000) is available CRAWFORD H. ELLIS 
with all our regular policies—including term—to men ages 15 to 50. Get full President 


Particulars from your nearest GUARDIAN office. 
EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN 
LIFE- INSURANCE CO. 


NEW ORLEANS, U.S.A, 


LIFE-ACCIDENT AND HEALTH 


& GUARDIAN 
Ge Iu 


KENNETH D. HAMER 
Vice-President & Agency Director 


VAOMMMOOUE 


FIFTY UNION SQUARE NEW YORK 3, N. Y. 
OVER A BILLION DOLLARS INSURANCE IN FORCE 


























“He brought us together . . . and kept us together. Without 








his thoughtfulness, we'd have lost touch years ago. Remember 





when Mary’s Dad died? How she moved away, went to work 





instead of school, dropped out of the crowd? Dad didn’t let that 





happen to me. He knew how important it is for a girl to keep the 














friends she grows up with. He—and his insurance man—made 
sure my life could follow the pattern he designed for it. Yes—Dad 


made ‘us’ happen, really. Let’s never stop thanking him.” 


This family-in-the-making — will = 
always feel pride and gratitude 
toward a foresighted Father—and 
a wise insurance man who helped 
him set up a sound program. 
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